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Cont#ivhtal Casualty Company 


Financial Statement—December 31, 1940 


ASSETS 


$ 5,923,375.10 
*United States Gov't Obligations 
Direct Obligations $12,250,983.75 
Reconstruction Finance Corpora- 
tion Notes and Commodity 
Credit Corporation Notes 


13,053,238.75 

3,344,547.95 
$ 973,184.22 
2,861,805.99 
2,074,268.68 


*Other Public Bonds 
*Railroad Bonds 

*Public Utility Bonds 
*Miscellaneous Bonds 


5,909,258.89 
1,146,350.00 
4,707,838.00 
370,484.01 
763,818.45 


*Other Stocks 

Mortgage Loans 

Real Estate 

Premiums in Course of Collection 
(Not over 90 days past due) 

Accrued Interest and Rents 

Other Assets 


4,346,595.52 
169,120.63 
362,821.81 


Admitted Assets $40,097,449.11 


LIABILITIES 


Unearned Premium Reserve 
Reserve for Claims 
Miscellaneous Liabilities 
General Contingency Reserve 
Capital 

Surplus 


$10,472,860.29 
15,651,322.89 
2,653,596.19 
1,400,000.00 
$2,000,000.00 
7,919,669.74 


Capital and Surplus 9,919,669.74 


$40,097,449.11 
$25,372,293.62 
INCREASE OVER 1939 $ 2,373,773.16 


*Eligible bonds amortized. Insurance stocks valued on basis 
of pro-rata share of capital and surplus. All other securities 
at market quotations. 
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Continental Assurance Company 
Financial Statement—December 31, 1940 


ASSETS 


$ 2,660,021.91 
4,817,786.50 
920,757.97 


*United States Gov’t Obligations 
*Other Public Bonds 

*Railroad Bonds 

*Public Utility Bonds 


*Miscellaneous Bonds 


$2,578,009.45 
8,137,032.59 
2,192,096.37 


12,907,138.41 
1,089,000.00 
332,781.75 
6,808,745.16 


*Other Stocks 

Mortgage Loans 
Policy Loans 4,440,950.94 
Real Estate 1,115,468.95 
Net Deferred and Uncollected Premiums........ 1,292,629.50 
Accrued Interest and Rents.................... 277,758.81 
Other Admitted Assets 2,044.60 


Admitted Assets $36,665,084.50 


LIABILITIES 


Statutory Policy Reserves $30,584,175.66 
Death Claims Due and Unpaid None 
Pending Claim Reserve 1,172,984.30 
Premiums Paid in Advance 346,497.13 
Miscellaneous Liabilities 511,580.80 
200,000.00 
$1,000,000.00 
2,849,846.61 


3,849,846.61 


$36,665,084.50 


INSURANCE IN FORCE (paid-for basis) $274,442,684.00 


INCREASE OVER 1939 21,770,973.00 
*Eligible bonds amortized. All other bonds and all preferred 
and guaranteed stocks at market quotations as of December 
31, 1940. Other stocks at lower of cost or market quotations. 
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The Continental Year Book discloses in greater detail the Companies’ 


operations and financial structure. 


Casualty Insurance 


Fidelity and Surety Bonds 


It will be furnished upon request. 
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INETEEN-FORTY produced noteworthy results for National Life in 
spite of disturbed international conditions and the difficulties of 
procuring satisfactory new investments. 


Under these trying conditions, net interest earned in 1940 was 3.69 
per cent as compared with 3.71 per cent in 1939. 


The company will be able to maintain in 1941 the same dividend 
scale as in 1940. 


For ninety-one years the company’s assets have increased each year 


and now total $226,674,679.72. They increased $11,653,417.85 in 1940. 


Payments to policyholders and beneficiaries in 1940 totalled 
$18,433,155.93, including dividends of $3,764,938.91. 


There was added to reserves on all types of contracts $10,213,841, 
increasing these reserves by 5.33 per cent. 


Insurance in force totalled $575,062,151 at the year-end, an increase 
of $13,985,538, or 2.49 per cent. 


Policy loans were reduced $1,837,466.86. 


The retirement reserve was increased by $250,000.00 and $253,250.98 
was added to surplus. 


The market value of the bond investment, according to quotations 
furnished by the National Association of Insurance Commissioners, was 
$65,505,698.25 or $4,565,301.03 in excess of book value of $60,940,397.22. 
No item of bond interest was in default. The only bond principal past due 
was $4,000 on one municipal issue. 


Preferred stocks, all of which are cumulative as to dividends, had a 
market value of $6,342,897, which is $431,680.12 in excess of cost. Divi- 


dends on only one issue were in arrears. 


Mortgage loans have continued as the most attractive outlet for 
investment. This account has shown a net increase of $13,854,912.07 
or 14 per cent for the year. $13,697,208.64 of this increase was accounted 
for by Federal Housing Administration insured mortgage loans, and 


$157,703.43 by uninsured loans. 


The fifth year of experience with FHA loans serves further to justify 
thoroughly our investment therein. 


A detailed statement will be sent upon request. 


Expert S. BricHaM, 


President 
* 


NATIONAL LIFE company 


Frep A. How.anp, 
Chairman of the Board 
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VermonTt’s 150TH ANNivERSARY. When 
Vermont entered the Union 150 years ago 
(March 4, 1791), followed by Kentucky 
(June 1, 1792), it was felt that the new 
States should have the same representa- 
tion in the design of the flag as the 
thirteen original States. Congress accord- 
ingly enacted and George Washington 
approved that “the flag of the United 
States be fifteen stripes . . . and fifteen 
stars, white in a blue field, after May 1, 
1795.” When other States were admit- 
ted, the fifteen-stripe flag was officially 
abandoned. 


Tue Nationat Lire of VERMONT is one 
of the oldest life insurance companies in 
the United States. Out of a total of over 
300 life insurance companies there are 
only 8 companies of equal or greater age. 
Founded in 1850 in the capital city of 
Vermont, it now operates through agencies 
in 36 States and the District of Columbia, 
and has policyholders in every State in 
the Union. 


Ist Year 






















91st Annual Statement 
December 31, 1940 


ASSETS 


United States Government Bonds 

Consolidated Federal Land Bank Bonds 
Industrial and Miscellaneous Bonds and Notes 
State, County and Municipal Bonds—U. S 
Public Utility Bonds 

Dominion, Provincial, Municipal Bonds—Canada 
Bonds, Republic of Uruguay 


Pee | 7G hc ccc ee le ere Ae 
PRIPEPeU SCG S 6500s signs 40 ele 
Standard City Mortgages, First Liens 
City Mortgages, First Liens, insured by FHA 
Farm Mortgages, First Liens 
Policy Liens 
Collateral Loans 
Real Estate, Including Home Office 
Cash in Banks 


$ 16,893,685.16 
2,173,349.43 
3,530,499.10 
12,060,996.91 
23,157,565.90 
3,065,800.72 
__ 58,500.00 


Le eeees.$ 60,940,397.22 
ve seess 8 6,342,897.00 
36,706,234.43 
64,452,593.71 
11,577,595.25 
23,367,703.28 

11,000.00 

14,325,505.12 
3,284,690.93 

5 666,062.78 


$226,674,679.72 


$201,842,180.00 


Policy Reserves 

Policy Claims, Proofs Not Complete 

Policy Claims, Estimated But Not Reported 
Contingent and Other Liabilities 

Taxes Accrued But Not Due 

Premium Deposit Fund 

Dividends on Deposit 

Dividends Assigned for 1941 Distribution 3,850,889.46 
Home Office Pension Fund Reserves 591,143.80 
Surplus, Including $2,000,000 Contingency Reserve.... 11,477,743.17 


eS 


$226,674,679.72 


743,652.51 
715,861.80 
2,607,856.10 
3,999,252.87 
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Martin Outlines 
Soldiers’ and 
Sailors’ Relief Act 


Lists Actuarial Mechanics 
to Be Employed Between 
Government, Companies 


Outlining the provisions and opera- 
tions of the soldiers’ and sailors’ civil 
relief act of 1940 and predicting that be- 
cause of restrictions as to the eligibility 
of assured no one company would have 
a great number of its policies continu- 
ing under the act, E. L. Martin, assist- 
ant secretary of Continental Assurance, 
led an informal discussion on the act at 
the monthly dinner meeting of the Chi- 
cago Actuarial Club. 

The act of 1940, similar to that of 
1918, provides persons in military and 
naval service with general relief against 
court proceedings, actions to collect 
rent, eviction, foreclosures, etc., he ob- 
served. Article No. 4 relates to life in- 
surance. It has elicited numerous in- 
quiries. Each inquiry appears to con- 
tain the following general question: “As 
I expect to be in active service within 
the near future, will the government 
pay the premiums on my insurance, and 
if so, what must I do to see that this 
is done?” 

As the eligibility of any policy rests 
with the Veterans’ Administration, the 
answer should instruct the policyholder 
to contact his commanding officer, or 
the insurance department maintained at 
most military camps and naval bases, 
immediately after his entry into service. 
The proper application, federal form 
No, 380, can be obtained. This is to be 
prepared in duplicate by the insured, the 
original to be sent to the company and 
the duplicate to the Veterans’ Adminis- 
tration at Washington. Notice of ap- 
proval or rejection will be sent to both 
the policyholder and the company. 


Act Comparatively Simple 


The Veterans’ Administration will de- 
termine whether the policy is eligible 
for benefits, he said. The act itself is 
comparatively simple, but its simplicity 
is likely to result in many rules and de- 
cisions to cover specific problems. So 
lar, regulations indicate the eligibility of 
any policy or policies for benefits will 
be subject to the following provisions: 

(1) The maximum amount of insur- 
ance on any one life must not exceed 
$5,000 regardless of the number of poli- 
clés or companies involved. The pol- 
icyholder may elect the eligible policy 
or policies he wishes approved for bene- 
fits. If no election is made, the Veter- 
ans’ Administration will elect those pol- 
icles having the higher cash values. Pol- 
icles totaling more than $5,000 may re- 
quire reissuing in order to pro-rate the 
Insurance between companies to obtain 
a total not exceeding $5,000. 

(2) The policy must be in force on a 
(CONTINUED ON LAST PAGE) 





Annual Reports Show Good Anderson Quits 
Gains by Companies in 1940 


New paid business of the Provident 
Mutual Life amounted to $70,118,000 in 
1940, a 5 percent increase, President M. 
A. Linton reports. Insurance in force 
totals $997,152,000, a $17,109,000 gain 
which is 87 percent ahead of the 1939 
gain. This increase was largely due to 
a marked decline in terminations partic- 
ularly including lapses and other volun- 
tary terminations, which were at an un- 
usually low level in 1940. 

Premium income was $34,427,000, a 
slight increase. Payments to policyown- 
ers aggregated $27,676,000. Assets are 
$381,483,000, a $17,770,000 increase. Pay- 
ments to policyowners, plus the asset in- 
crease aggregated $45,446,000, or $11,- 
019,000 more than premiums. 

Contingency reserves amounted to 
$20,960,000, an increase of $1,086,000. 
Mortality showed a favorable trend, 
standing at 12 percent below the aver- 
age of the last 20 years, as against 2 per- 
cent below average in 1939 and 15 per- 
cent above average 10 years ago in 1930, 
when the depression caused a high pro- 
portion of death losses from heart dis- 
ease and suicide. 


AETNA LIFE 


Total premium income of the Aetna 
Life companies increased last year 
$7,546,871 to $164,940,710. Each com- 
pany in the group showed an increase. 
The premiumis in Aetna Life were $11,- 
102,822. 

New life business for a total of $287,- 
260,506 was paid for. This is exclusive 
of additions under group policies of 
$564,113,442. 

Insurance in force increased $204,335,- 
026 and is now $4,347,658,506. There 
are 614,394 ordinary policies for $1,988,- 
611,053 and $2,359,047,453 group insur- 
ance covering 1,286,592 lives. 

The premium income of Aetna Life in- 
cludes annuity premiums of $16,915,549 
and accident and health of $13,747,149. 

Interest and rents were $26,879,524, 
which gives a total income for Aetna 
Life of $137,982,346. 

The rate of interest earned on assets 
in the life department is 3.51 percent. 
This compares with 3.42 percent in 1939. 

Total amount paid policyholders in 
the life department was $64,392,983. 
Claims paid in the accident and liability 
department amounted to $9,626,073. The 
total paid policyholders since organiza- 
tion has now reached $1,628,844,796. 

Contingency reserves have been ad- 
justed so that profits and losses on the 
sale of securities and appreciation or de- 
preciation in value of securities carried 
at market are not reflected in the earn- 
ings and the surplus. 

After applying $3,142,689 to strengthen 
the reserve basis of annuity and other 
lines of business in the stock depart- 
ment, there remains available net earn- 
ings of $5,850,724 in the stock depart- 
ment. Of this amount $1,000,000 has 
been transferred to contingency reserve, 
$2,100,000 has been paid to stockholders, 
and the surplus of the stock department 
has been increased by the balance of 
$2,750,724. The surplus in the stock de- 
partment at the end of the year is 
$22,319,005. 

In the participating department, after 
applying $647,029 to strengthen the re- 





serve basis on annuities and disability 
benefits, there remains available net 
earnings of $2,339,308. Of this amount 
$1,764,847 was allocated for payment of 
dividends to participating policyholders 
in 1941. The surplus of the participating 
department was increased by the balance 
of $574,461 and is now $2,862,316. 

For the entire company the conting- 
ency reserve is $9,925,000 against $11,- 
000,000 at the beginning of the year. 
The total surplus is $25,181,321 and 
shows an increase for the year of 
$3,325,919. 

For the entire company assets in- 
creased $45,341,125 to $716,246,783. 
These are distributed by class of invest- 
ment: Cash, 2.7 per cent; U. S. gov- 
ernment bonds, 24.87 percent; state, 
county, municipal, 8.50; Canadian gov- 
ernment and municipal, 3.65, foreign 
government, .02; railroad, 3.91; public 
utility, 16.24; industrial and miscellane- 
ous bonds, 3.02; stocks of affiliated com- 
panies, 3.42; preferred and guaranteed 
stocks, .97; other stocks, 2.08; farm 
mortgages, 3.83; city mortgages, 10.21; 
home office, 1.11; other real estate, 3.44; 
policy loans, 8.96; premiums in course of 
collection, 2.07; accrued interest and 
miscellaneous, 1. 


CONNECTICUT GENERAL LIFE 


Assets of ‘Connecticut General Life at 
the year end amounted to $289,448,516, 
an increase of $24,129,112 for the year. 
Capital remains at $3,000,000, contin- 
gency funds are $4,482,000, as compared 
with $3,248,000 a year ago. Net surplus 
is $9,448,387 as compared with $8,180,687. 
Insurance in force is at an all-time high 
of $1,211,202,698, the increase being 
$55,785,229. More than two-thirds of the 
insurance is ordinary and the rest group. 

New paid for insurance for 1940 was 
$171,567,329, an increase of 23 percent 
over 1939. Of that amount $85,796,242 
was group. 

Premium income was $42,013,945 of 
which $5,151,710 was from group and 
$3,568,878 from accident and _ health. 
Total life department premiums in- 
creased from $35,049,617 to $38,445,066. 
Accident department income was up 
from $2,901,200 to $3,568,879. 

Income from all sources was $61,649,- 
777, an increase of about $7,000,000. 
Mortality experience was favorable al- 
though slightly higher than during 1939. 
Investment return was virtually un- 
changed at 3.6 percent. 


CONTINENTAL ASSURANCE 


Continental Assurance has now issued 
its complete balance sheet for 1940 and 
gain and loss exhibit. The assets now 
amount to $36,665,084 as compared with 
$33,650,142. Policy reserves amount to 
$30,584,175 as compared with $27,864,- 
307. There is a general contingency re- 
serve of $200,000 as compared with 
$280,000 the previous year. Capital re- 
mains at $1,000,000 and net surplus is 
$2,849,846 as compared with $2,642,443. 
There was an operating profit of $467,- 
431, dividends to stockholders were 
$200,000. The net addition to surplus 
was $207,403. Insurance in force now 


(CONTINUED ON PAGE 10) 


as Legislative 
Head of N. A. L. U. 


Cincinnatian Feels His 
Work with ‘People’s Com- 
mittee’ Compels Move 


Announcement was made this week at 
the headquarters of the National Associa- 
tion of Life Underwriters that C. Vivian 
Anderson of Cincinnati has resigned as 
chairman of the law and legislation com- 
mittee. Mr. Anderson is a past president 





ANDERSON 


Cc. VIVIAN 
of the N.A.L.U., and for the past few 
years has served as chairman of the legis- 
lative committee. He has been very active 
in that work and is a man of most positive 
views in the field. 

Just recently Mr. Anderson became 
identified with the People’s Committee to 
Defend Life Insurance & Savings in a 
prominent capacity. The work and the 
place of that organization has created a 
good deal of discussion and controversy in 
the insurance business and the New York 
department the other day submitted a 
report to the legislature condemning the 
work of the people’s committee during the 
Willkie-Roosevelt campaign. The com- 
mittee has now asked Superintendent Pink 
of New York to conduct a hearing on 
these allegations. 


Conflict in Policies 


Mr. Anderson apparently is intensely 
interested in the people’s committee and 
desires to inject himself into this move- 
ment in a prominent way. He is a forth- 
right and determined crusader and from 
time to time has advocated a course of 
action that has differed from the ideas of 
more cautious leaders. Apparently he 
feels at home in the spirit and work of 
the people’s committee and he realized 

(CONTINUED ON LAST PAGE) 
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Home Life, N.Y. Men Large Attendance Chalked Up Foresee Fight for 


Gather in Florida 
for Convention 


Client Building Through 
Planned Estates Theme 
of Agents Rally 


Client building through use of the 
“Planned Estates’ method was the 
theme at the Hollywood Beach, Fla., 
convention of the Home Life of New 
. York. A group of 60 leading producers 
from various parts of the country at- 
tended who are devoting all their efforts 
to this medium. 

That the method is successful is 
proved by the fact that Home Life’s new 
business has been increasing steadily 
each year, with increase of insurance-in- 
force, decreasing lapse ratio and an av- 
erage size policy which last year reached 
a new high of $6,170. Home Life has 
been developing and improving “Planned 
Estates” since 1935. It has been found 
to result in one sale out of each three 
cases. 


Many Executives Attend 


The agents celebrated the company’s 
80th anniversary. Fourteen of the home 
staff attended, including E. I. Low, 
chairman; President James A. Fulton, 
W. J. Cameron, vice-president and actu- 
ary; Cecil C. Fulton, Jr., agency vice- 
president; W. P. Worthington, eee 
tendent of agencies; E. C. Kelly, Jr., A 
B. Doran, F. H. Low and J. F. Walsh, 
a" superintendents of agencies; 

G. E. Woodford, medical director; 
r ‘Ss. G. Kemp, agency secretary; R. B. 
Helser, supervisor of field service; J. 
H. Evans, manager sales planning di- 
vision; Paul Troth, supervisor of pub- 
licity. 


General Agents Elect Officers 


The Home Life’s Agency Associa- 
tion, composed of general agents, elected 
officers at the meeting. Vernon Holle- 
man, Washington, D. C., was named 
president, succeeding Leo Minuskin, 
Paterson, N. J.; Ray Martin, St. Louis, 
vice-president, and A. G. Joseph, New 
York City, secretary-treasurer. Mem- 
bers of the executive committee are Mr. 
Minuskin, chairman; A. D. Sutherland, 
Detroit; Elmer Davy, Salt Lake City; 
J. F. Ramsey, Chicago; C. S. Albert, 
Springfield, Mass.; and V. M. Shewbert, 
Pittsburgh. There were 39 general 
agents present. 


Agents Take Part in Program 


Members of the President’s Club on 
the program presented their plans and 
objectives for 1941, all based on client 


building through “Planned Estates.” 
These included G. C. Driesbach, Chi- 
cago; J. H. Coles, Pittsburgh; R. B. 
Du Val, Baltimore; B. M. Marks, Chi- 


cago; L. C. Reeves, Washington, D. C.; 
B. W. Madeira, Pittsburgh, first-year 
man; J. H. Brady, New York. 

Mr. Driesbach knows 1,000 business 
and professional men in Chicago, and 
estimates this group will provide him 
100 sales averaging $6,400 a-piece. Last 
year he averaged better than one sale 
out of each two “confidentials” com- 
pleted and sold 75 policies for $500,000. 
He plans on 50 interviews and 8% sales 
per month, with a 1941 goal of $650,000. 


Makes Study of Efficiency 


Mr. Coles in the last quarter of 1940 
conducted an experiment, finding that 
in 78 working days, of eight hours each, 
or a total of 624, he actually worked 

(CONTINUED ON PAGE 15) 


at Georgia Sales Congress 


By A. R. JAQUA 


ATLANTA—More than 250 attended 
the sales congress of the Georgia Asso- 
ciation of Life Underwriters in At- 
lanta. At luncheon, the home office of 
the Retail Credit Company was host 
to the entire group. W. Stanton Hale, 
Fidelity Mutual general agent, Atlanta, 
was chairman of the morning session. 
He introduced: 

William H. Andrews, Jr.—‘Bill” 
Andrews, C.L.U., manager of the home 
office agency of Jefferson Standard and 
trustee of the National association, en- 
tered the life insurance business in 1920. 
He said: 

“You must be willing to set an ob- 
jective and pay the price of success. It 
is of no use to rebel—the price of suc- 
cess is always the setting of an objec- 
tive, and work. You must be like the 
negro who was told that he needed one 
of two operations—the first would re- 
move his eyesight, the second his mem- 
ory. Said he: ‘I’se more interested in 
where I’se morte than where’s I’se been.’ 

“You must motivate yourself before 
you can motivate others. Unless you 
can be enthusiastic about your business 
and your service, your prospects will 
not be enthusiastic about you, your 
service.’ 

Bay be nants manager in Augusta for 
Carolina Life, acting president of the 
state association in lieu of Alfred Mon- 
salvatge, district manager of Mutual 
Life of New York, now an officer in the 
United States Army, said: 

“The 30,000 members of the National 
Association of Life Underwriters pro- 
duced nearly 80 percent of the total 
business. In 1939 Georgia had 250 as- 
sociation members, in 1940, 328 and our 
goal for 1941 is 450. Of these mem- 
bers, Atlanta alone had 204 members in 
1939, 238 in 1940 and the goal is 275 in 
1941.” 

Charles J. Currie, manager for Mu- 
tual Life of New York in Atlanta, in- 
troduced with southern flourish the next 
speaker: 

J. Roger Hull—C.L.U., assistant su- 
perintendent of agencies for Mutual 
Life, came up the hard way. Starting 
at age 20 as an agent, he made his com- 
pany’s Field Club his first full year, 
later became district manager, later 


manager in Nashville, now home office 
executive. He said: 

“The job of the field is to produce. 
The job of the home office is to con- 
serve and manage those savings. Each 
must understand and appreciate the 
other. All of us must remember at all 
times that the policyholder is our em- 
ployer and our first loyalty is to him. 

“Our type of institution is only pos- 
sible in a free land. It does not exist 
in dictator countries. When democracy 
goes out, life insurance, as we know 
it, goes with it. 

“The crossword puzzle is said to be 
the most successful of all puzzles be- 
cause it is made up of a series of small 
successes. So is it in selling life in- 
urance. Each sale is a series of suc- 
cesses—success in finding a good pros- 
pect; success in getting his interest; 
success in finding his problem, etc. 

“The wise underwriter will devote 
more time to study because more knowl- 
edge will be required in the future. 
More and more underwriters are giv- 
ing better and better service and if you 
do not keep up, your business will grad- 
ually slip to others. If you are not 
now, equipped you must become 
equipped or lose out. An optimist sees 
opportunity in difficulties. The pessi- 
mist sees difficulty in opportunities.” 

Dr. John P. Williams, educational 
director of the American ‘College of Life 
Underwriters, commented on the fact 
that all three speakers at the congress 
were C.L.U.’s. Dr. Williams spends 
most of his time traveling doing organ- 
ization work for the college and is ex- 
ceedingly well liked by the life under- 
writing fraternity. 


Leaders’ Round Table 


Certificates of membership in the 
newly organized Georgia Leaders’ 
Round Table were presented. Qalifica- 
tions for 1940 were $200,000 paid-for 
business and/or $5,000 in cash prem- 
iums, 

Presiding officer for the luncheon 
session was S. Russell Bridges, Jr., 
president of the Atlanta association and 
general agent for Provident Mutual. 
The host at the luncheon, the Retail 
Credit Company, has its home office in 
Atlanta, and employs more than 2000 
inspectors, a large part of whose time 

(CONTINUED ON PAGE 15) , 





Great-West Life Production Leaders 





A. H. & 
Lhorn- | 
averatt, 
with the 
W inni- 
peg agency 
of Great- 
West Life, 
led the en- 
tire com- 
pany in 
business 
produc- 
tion dur- 
ing 1940 in 


both the 
U nated 
States and 
Canada. He 
a a2 t-0 = 
matic - 
ally be- 


comes pres- 
ident of the 
Honor Pro- 
duction 
Club. He 
joined 
Great-West Life in 1928 and has been 
in the Honor Production Club every 
year since. 

C. C. Lindsey, Centralia, Ill, who is 
United States central region leader of 


A. H. THORNDYCRAFT 





Cc. Cc. 


LINDSEY 


the club, led all United States repre- 
sentatives in business production dur- 
ing the year. He joined the company 
in 1936 and has been among the lead- 
ers since that time. 


Changes in New York 
Mortgage Moratoriun 


Life Companies May 
Benefit from Possible 
Tapering-Off of Law 


NEW YORK—Life companies may 
be given a better degree of control over 
mortgages which have been taking ad. 
vantage of New York’s eight-year oll 
moratorium if plans being made by in- 
portant mortgage lending institutions 
outside the life field materialize. While 





the life companies have not indicated 
that they are chafing at the mora. 
torium’s restrictions, some groups rep- 
resenting other mortgage lending in- 
stitutions have intimated that they are 
fed up with the moratorium and feel 
that it is absurd to contend that the 
emergency for which the legislation was 
passed still exists. 

While the figures must be sizeable, 
there is no exact data on the number 
and value of mortgages which life com- 
panies hold in New York and which 
have been taking advantage of the 
mortgage moratorium. Not all mortt- 
gagors by any means have sat back and 
confined their payments to interest and 
taxes, taking advantage of the law's 
elimination of the requirements to make 
any payment on principal. Quite a few 
mortgages have been refinanced on an 
amortizing basis. Unfortunately the 
type of borrower taking advantage of 
the moratorium tends to be the man 
who knows he would lose the property 
in the event payments of principal were 
demanded. Consequently he lets the 
property run down, putting as _ little 
into it as possible. Foreclosure might 
not be necessary in such cases but at 
least the threat of it, now impossible 
under the law, would force borrowers 
to keep the property in decent shape 
and perhaps make some payment on 
principal. 


Seek Tapering-Off 


What some groups of lending institu- 
tions outside the life field have indi- 
cated they would do is, first, to make a 
strong effort to get the legislature to 
adopt a tapering-off provision when it 
reenacts the moratorium law at. this 
year’s session, for it undoubtedly will 
reenact the statute. These proposals 
would make the borrower not only pay 
taxes and interest but also a certain 
amount on principal, probably 2 per- 
cent. This would still be very liberal in 
comparison to borrowers who have not 
the moratorium’s protection. 

Governor Lehman has for several 
years urged a tapering-off in the mora- 
torium law but the legislature has kept 
on reenacting the measure without any 
modification. There is an unusually 
good prospect that the legislature may 
make some modification this year be- 
cause if it does not the groups of lend- 
ing institutions already mentioned may 
take the matter to court on the ground 
that there is obviously no longer an 
emergency and that hence the law 3 
clearly unconstitutional. There is 10 
question but that any such law is u!- 
constitutional except during an emer- 
gency. A similar moratorium law was 
thrown out by the courts in another 
state after the legislature there refused 
to modify it. The view of Governor 
Lehman and many others sincerely in- 
terested in the borrower’s welfare is 
that if the legislature does not taper 0 
the moratorium the courts are likely to 
wipe it out entirely. 

(CONTINUED ON PAGE 26) 
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’ Fear of Inflation 
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Ohio National President 
' &nalyzes Stabilizing Fac- 
tor at Ohio Agents Rally 


CINCINNATI — Pertinent observa- 
tions on inflation were made by T. W. 
+ Appleby, president of Ohio National 
Life, at a meeting of its Ohio agents. 
Mr. Appleby voiced the opinion that 
runaway inflation is not probable in this 








T. W. APPLEBY 


country; some increase in prices would 
appear desirable; and the only real hedge 
for inflation is life insurance. Mr. 
Appleby cited a case where an assured 
cashed in his life insurance, using the 
cash to buy a beautiful farm which he 
thought would be a hedge in the event 
of inflation. Quoting L. A. Lincoln, 
president of Metropolitan, at the Life 
Presidents’ Meeting, Mr. Appleby said 
that when a man cancels his life insur- 
ance for that reason, he ought to cancel 
| his fire insurance. 

| _ Mr. Appleby said that the subject of 
inflation had gotten to be a bugaboo for 
agents, who occasionally experienced 
difficulty in selling life insurance to 
business men because of the prospect’s 
fear of inflation. These imagined dan- 
gers have been colored by the experi- 
ence in Germany after the world war 
when the mark became worthless. The 
situation in this country is entirely dif- 
ferent, so when the basic conditions are 
not comparable, the results are not com- 
parable. 

Inflation, he said, expresses itself in 
| Prices. From 1913 to 1920 prices went 
| up 2% times, according to statistics fur- 
' ished by the U. S. Department of 
Commerce. Under these conditions, he 
said, inflation is wild. 


Debts Balance Assets 


bs avis pine At eS, 


For every debt, there must be a cor- 
Tesponding asset, Mr. Appleby de- 
clared. Every asset of a life insurance 
company is a debt except real estate. 





| When the United States sterilized gold 
» and reduced the gold content back of 


the dollar to 59 cents, it did not have 


any effect on world prices, he said. 
Prices went up temporarily to the 1926 
price level, then went down again right 


away, 

Since 1929 the government has pur- 
sued a policy of deficit financing. Gov- 
ernment expenditures are considerably 
In excess of what is collected. It has 
(CONTINUED ON PAGE 14) 


Johnson New Minn. New Prudential Agents 
Get Home Office Scrutiny 


Commissioner 


ST. PAUL—Newell R. Johnson, lo 
cal agent of Bemidji, Minn., and gen- 
eral agent in northern Minnesota of 
Minnesota Mutual Life, was appointed 
insurance commissioner of Minnesota. 
He will succeed Frank Yetka, whose 
six-year term expires Feb. 1. 

Mr. Johnson is a native of Minne- 
sota, 43 years old and a world war 
veteran. He was born at Litchfield, 
Minn., but since a boy his home has 
been at Bemidji where he received his 
schooling. He has been engaged in the 
insurance business 17 years and for the 
last 10 years has been Minnesota Mu- 
tual general agent in northern Minne- 
sota. He is also proprietor of the 
Insurance Service Agency which repre- 
sents a large group of fire and casualty 
companies. 

Mr. Johnson never before has held 
public office. Neither has he been ac- 
tive in insurance circles except as a 
producer in his own territory. He has, 
however, been a member of various in- 
surance organizations. He served 15 
months overseas in the world war and 
is a past commander of his American 
Legion post. 

He is the second former Minnesota 
Mutual general agent in the commission- 
ers’ ranks, the other being John J. 
Holmes of Montana. 


FRAIZER CONFIRMED IN NEB. 


LINCOLN, NEB.—The §appoint- 
ment of C. C. Fraizer as director of in- 
suratice was unanimously confirmed by 
the legislature. This is the first time 
that such appointments have been sub- 
mitted for legislative approval. 

Mr. Fraizer has named Frank E. 
Landis of Grand Island, an attorney, as 
special assistant. While his appoint- 
ment fills the vacancy existing for a 


NEWARK—Mtuch the same technique 
that is used in selection of new business 
can be applied to the selection of new 
agents, the experience of Prudential has 
shown in the hiring of new agents in 
the ordinary department. Prudential has 
found it valuable to have the data on 
each new agent checked over by the 
home office agency department where an 
appraisal can be made that is not influ- 
enced by the manager’s personal ac- 
quaintanceship with the man or the need 
of getting a new agent or other factors, 
such as a neat appearance which are 


somewhat important but of no value 
whatever unless supported by other 
qualifications. 


At Prudential this data is gone over 
by L. N. Whitelaw, assistant supervisor, 
ordinary agencies department. Mr. 
Whitelaw is a C. L. U., one of the first 
two agents in the New York area to re- 
ceive the designation. His work is in 
the educational and selection phases of 
agency work. 

As in underwriting a life risk, the 
borderline case is the one that gives the 
trouble. The man who is obviously des- 
tined for success and the one who is 
clearly a misfit are not difficult to spot. 
The middle group is the one that de- 
mands real selection skill from the man- 
ager and the home office. 

Unlike the handling of life risks, how- 
ever, the home office has not insisted 
upon excluding a candidate where the 
manager is strongly in favor of taking 
him. It is interesting to note that in 
fully 90 percent of the cases where a 








month by reason of the resignation of 
H. J. Murray as chief clerk, Mr. Fraizer 
said the duties assigned Mr. Landis will 
be general in character. 








“IN THE 


thrown in the creek.” 


The underwriter tells us: 





WILLIAM H. KINGSLEY 
Chairman of the Board 


When a very successful Southern business man, a few 
years ago, took some of his surplus money and bought an 
endowment policy for his wife, he felt that life insurance had 
nothing in the world to offer him. At the urging of an under- 
writer he insured his wife, but it was, he said, “money 


He lived, not long enough to complete the payments, but 
long enough to create a substantial cash value on the policy— 
and long enough to see almost everything else he had, a 
growing business and many investments, go. 


The widow had the cash value placed under an option, 
| to pay her something monthly. 


month, she brings her income check to our cashier’s window to 

get it cashed. She has no banking connections. 

the elevator, walks down the hall, and has her grand-daughter 

with her. They are in high humor. 
“The check isn’t much; it’s for $92. 

were half as large it would still be the biggest check in the 

world.’ To me, too, it is the largest check that passes through 

our office, because it gives us a picture of what some income 

each month does for a grandmother.” | 


+ +t 


THE PENN MUTUAL LIFE INSURANCE CO. 


| INDEPENDENCE SQUARE, PHILADELPHIA 


CREEK” 





“On the second day of every 
She gets off 


‘We are going shopping.’ 
But she says ‘If it 


+ 


JOHN A. STEVENSON 
President 














new agent is taken on against the agency 
department’s advice, the man is out of the 
business well within four months. Asked 
what are the most frequent causes oi 
errors in selection on the part of man- 
agers and general agents, Mr. Whitelaw 
said that it is the tendency to be too 
readily influenced by appearance. The 
candidate is agreeable, attentive to what 
he is being told about selling life insur- 
ance, he is well dressed, wears a nice tie, 
and has been convicted of no crimes. 


Doesn’t Go Far Enough 


All this is fine as far as it goes but 
it doesn’t go nearly far enough. With- 
out other and perhaps more essential 
qualities, a nice manner and pleasing 
appearance are worth exactly nothing- 
perhaps less than nothing, for they may 
tempt the manager into wasting time on 
a man who is lacking in one or more 
qualities vital to the selling of life in- 
surance. 

The aptitude index of the Sales Re- 
search Bureau is a great help in weeding 
out the poor specimens but it is only 
one of the aids in selecting good men. 
The index is used by Prudential and is 
particularly good for weeding out the 
definitely unfit. In the borderline cases 
it is necessary to use not only the index 
but the greatest degree of judgment. 

Even where a man has had successful 
selling experience in selling something 
tangible there is the important question 
whether he can sell an intangible like 
life insurance. 


Denominator of Success 


As Albert E. N. Gray, assistant secre 
tary of Prudential, has frequently stated 
the common denominator of success is 
the willingness and ability to do the 
things that the failures can’t or won't 
do. And the difficult problem is, of 
course, to select the men who have this 
ability in some degree and reject those 
who lack it. In addition to good ap- 
pearance and background there should 
be evidence of a man’s having 
the ability to drive himself, also partic 
ularly evidence of leadership. The latter 
may be shown by membership in clubs 
or organizations and election to office 
in them. He should have intelligence 
and education enough to assimilate the 
knowledge essential to selling an in 
tangible. This does not necessarily 
mean a college education but a minimum 
intelligence quotient of 100 is probably 
necessary. 

Since he is always 
agents, the manager is 
swayed by the need of 
agent just the same as 
press too hard for a sale when he needs 
to get a case. Not onlv is the manager 
likely to look through rose-colored 
glasses in viewing the potential recruit 
but he is likely to feel. “What can T 
lose?” This reasonine is entirely falla- 
cious. He feels that the office is there 
there are a couple of empty desks anc 
the assistant manager can handle an- 
other man without it costing anvthine 
Actually it costs plentv for every man 
who goes into the business and comes 
out a failure is a black eve to the busi- 
to the agency and to the morale of 
in the agency and makes re 


seeking 

likely to 
getting a good 
the agent mav 


new 
be 


1 


ness 
the men 
crvitine increasinely difficn!t. 


Disclaimine anv snerior nowers 
indgement. Mr. Whitelaw said that the 
reason the home office is in a hetter no- 
sition to form an accurate iudement is 

al factnall 


that it can make its anorais: 
and realistically without being influence 
by such factors as manner and appear- 


1 


ance. and other isolated factors upon 
which too much importance mav be 
placed. For example a man mav have 
an excentionally large number of con 
tacts which in itself is an excellent sign 
However, he mav be too shy to make 
effective use of these contacts so #7 
necessary to determine whether he ha 


(CONTINUED ON PAGE 14) 
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Building Morale Big Job of 
Agency Management in 1941 


CINCINNATI—A belief that the big 
job of agency management in 1941 is 
the building of a good morale within 
the agency was expressed by C. J. Zim- 
merman, general agent Connecticut 
Mutual, Chicago, in a talk to the As- 
sociated Life General Agents & Man- 
agers of Cincinnati. Mr. Zimmerman 
said that there would be stiff competi- 
tion from outside business for good 
men, stimulated by the business im- 
provement and national defense prepa- 
rations. Attractive offers will be made 
to agents to go into other lines of busi- 
ness, he asserted. He urged that 
agents be continuously sold and resold 
on the advantages of life insurance, 
which should have an excellent year. 

Mr. Zimmerman had several sugges- 
tions for improving agents’ relations in 
the agency. Quite frequently, he said, 
the clerical staff consider the agents as 
nuisances, forgetting that the agent is 
responsible for the continued operation 
of the office. He suggested that clerks 
be trained to cooperate and assist 
agents in every possible manner. Mr. 
Zimmerman urged general agents to 
make their agents’ job a little more in- 
teresting. In his agency, plan books 
are furnished every man for the year, 
the plans being carefully drawn up 
after individual conferences with each 
man. 


“Perfect Life Insurance Week” 


Tt is natural that the agent forgets 
his good resolutions to follow his plans 
after several months have passed, so 
Mr. Zimmerman has a “perfect life in- 
surance week” in March. Every man 
is to be out of the office by 9:30 in the 
morning with appointments for morn- 
ing and luncheon interviews. The 
week also calls for personal interviews 
with four prospects daily. Finally, it 
requires that the agent “get some 
business.” 

Mr. Zimmerman said that the general 
agent is not very human with his 
agents. He does not know how many 
children his men have and is not suffi- 
ciently acquainted with his agents’ per- 
sonal problems, just as the agent is apt 
to be uninformed about the prospects 
he is calling on. 

Life insurance men_ have _ three 
choices in 1941: Work just as hard as 
they did in 1940 with the probability 
that they would increase their business 
15 to 20 percent because of better con- 
ditions; work not quite so hard, achiev- 
ing the same results, and do some real 
work, greatiy stepping up their activity. 
He said that 1941 will pay greater 
dividends than many years to come and 
urged that agents sell a good volume to 
increase renewal commissions for the 
leaner vears which are ahead. 


Mr. Zimmerman commented on the 


question of agents’ compensation. He 
said that the committee headed by Ray 
Hodges, Ohio National, Cincinnati, had 
done a fine job. He was asked whether 
any plan was devised which would be 
attractive to the new man. Mr. Zim- 
merman said the question was being 
studied. The Acacia Mutual is giving 
its new men a block of business to serv- 
ice and pays them a commission on it. 
A small salary from $75 to $80 a month 
has been found good during the induc- 
tion period. 

It takes a young fellow six or eight 
months to get to the point where he is 
willing to go out and talk with his 
friends and relatives, Mr. Zimmerman 
said. Generally, he is urged to call on 
them the first thing, but naturally is 
reluctant to do so. When a center of 
influence is asked for names by a young 
man just starting out, he either does 
not give the names or the names he 
does give are no good because he does 
not have confidence in the young man’s 
knowledge. 

After repeated rebuffs, the new man 
develops sloppy work habits in about 
three weeks and begins to spend more 
and more of his time in the office. He 
does not get out to sell more than half 
of the day. 

In the Zimmerman agency, it is 
found effective on the new man’s atti- 
tude to give him a title such as service 
manager, so that the new agent when 
he went to see his friends felt that he 
was there to give them a service and 
not endeavoring to sell them. 


Skilled Worker a Good Prospect 


Mr. Zimmerman gave his ideas on 
the best prospect groups during the 
year. It takes the government about a 
vear to catch up on taxes, so the large 
business man is likelv to enjoy rela- 
tively large profits. The sole proprie- 
tor and small business man will be 
good. Manv small plants located in 
outlying areas which appear to be dilap- 
idated mav be working 24 hour shifts. 
Women will take the place of men in 


many industries, replacing men who 
are in training for military service. 
Skilled workers will benefit most 


auickly by the upturn in business. The 
life insurance agent will give them a 
service by selling them life insurance, 
leaving less of their income for expens- 
ive silk shirts. 

Salary reduction, salary deduction 
and employer contributory plans, pen- 
sion and profit sharing trusts, business 
insurance, inheritance tax insurance and 
investment type policies. are the type 
and plans most saleable in 1941. 

Mr. Zimmerman urged_ general 
agents to do their financing this vear 
when conditions are on the upswing. 
Greater emphasis will be placed on the 


One-a-Week Leader 








BEN BLOCH 


Ben Bloch of Peoria heads the One-a- 
Week club of the Equitable Life of 
Iowa with 1,098 consecutive weeks of 
production. Other leaders are G. M. 
Gillette of Williamsport, 1,086 weeks, 
P. B. Caster of Cleveland, 856 weeks; 
L. J. Beaucage, Portland, 798 weeks, and 
A. M. Boea, Cincinnati, 725 weeks. 








elimination of unfit men, he asserted. 
He suggested that older men be re- 
cruited in the 35-45-50 age group who 
were not suited for the industrial type 
of work. Women will enter life in- 
surance on a larger scale. 


Pension Part of Act Good 


If it were possible to bring agents 
under the Social Security Act without 
subjecting them to the provisions of the 
unemployment portion of the act, Mr. 
Zimmerman said it would be excellent. 
Many companies have announced pen- 
sion plans for their agents, while 
others are holding back to see whether 
any changes will be made in social 
security. 

The TNEC report is not likely to be 
as drastic as contemplated, Mr. Zim- 
merman said. He expressed the belief 
that business would be the best that 
it has been in over a decade. ’ 


Make Home Office Institute Plans 


The plan for the 1941 convention of 
the Institute of Home Office Under- 
writers will be selected at a meeting of 
the executive committee in Indianapolis 
Feb. 15. Walter K. Fritz, Lamar Life, 
is president of the institute. Printed 
proceedings of the 1940 meeting in Chat- 
tanooga will be available for distribution 
at that meeting. 





FIGURES FROM DEC. 31, 1940, STATEMENTS 
























Change Surplus to New Change Prems. Total Total 
Total in Policy- Bus. Ins. in Force in Ins. Income Income Disburs. 
a on — holders 1940 Dec. 31, 1940 in Force 1940 1940 1940 
$ $ $ $ $ { 
Amer Reserve Life..... 5,470,448 + 261,335 481,788 2,180,839 21,763,214 +52,.179 546,096 838,623 511,226 
AIR PEO ap ci oes dees 4,455,873 + 205,674 497,409 8,574,347 31,823,796 + 42,580 704,382 1,092,256 883,834 
Calif.-Western States... 55,995,123 +2,151,354 3,165,824 25,433,526 251,809,485 +5,668,193 7,645,150 11,864,006 9,425,888 
Conn. General Life.....289,448,516 +24,129,112 12,448,388 171,567,329 1,211,202,698 +655,785.229 $38,445,066 61.649.777 38,145,089 
Excelsior Life ......... 24,818,436 +1,134,450 2,488,356 13,202,156 116,414,086 + 38,287,608 3,096,099 4,129,046 
George Washington Life 4,874,342 +115,245 400,111 2,687,586 18,768,488 + 766.691 437,259 4 
oo ee eee 8,497,730 +276,704 1,181,449 3,169,489 32,801,760 + 316,762 916,954 
Great Northwest Life... 1,300,053 +152,321 267,788 1,505,086 9,818,856 + 464,667 275,238 
Great-West Life ....... 173,497,907 + 6,049,317 6,686,907 49,764,306 606,492,721 +11,908,112 16,876,099 
Lincoln Natl. Life......168,640,194 +11,749,010 10,030,336 158,324,079 1,091,527,803 +56,678,070 27,107,789 
Manufacturers Life ....190,068,358 +12,259,720 11,181,782! 48,141,551 582,089,084 +13,844,465 24,137,728 
Midland Mutual Life... 338,563,422 + 2,101,565 2,644,520 12,390,8492 122,603,410 +5,046,701 4,041,638 6,065,928 
Monarch Life .... 6,933,4082 +772,6068 1,385,4493 3,109,340 28,998,436 +1,319,426  4,033,0103 4,329,0248 
Mutual Trust Life. 49,538,620 +3,070,187  3,534,9474 18,732,9105 181,326,092  +6,784,1387 5,788,184 8,947,302 
National Life, Vt.. 226,674,680 +-11,653,418 11,477,743% 45,056,847 575,062,151 +13,985,538 28,795,224 39,110,421 27,446,878 
Ohio State Life.... 22,462,142 +1,352,280 2,264,884 12,412,929 104,250,098 +3,789,824 2,919,283 4,407,263 8,587,008 
Peoples Life, Ind.... 10,947,270 +610,102 1,027,746 17,747,601 54,250,684 +1,016,797 1,872,008 2,050,743 1,475,689 
Phoenix Mutual Life...269,521,425 +16,168,591 8,398,606 47,149,486 689,636,169 415,274,500 28,791,401 45,883,538 30,694,138 
Union National Life.... 953,651 + 205,428 167,591 2,954,495 10,870,911 +1,093,266 340,948 401,377 197,121 
1,501,456 + 233,901 270,112 3,298,947 17,077,584  +1,183,708 429,258 526,677 113,698 $17,149 


Western Feserve Life... 


1Unassigned surplus, $5,509,200; contingency reserve, $3,250,000; 
capital $1,500,000; balance shareholders’ fund, $922,852. 
“Includes revivals, increases and additions. 


SIncludes A. & H. division. 


‘Includes contingency 
5Includes $725,717 revived and $319,695 issued. 
*Includes contingency reserve, 


reserve of $1,500,000. 


$2,000,000. 





“Peoples” Group, 
Hit by Pink, Asks 
Hearing in N. Y. 


Robert E. Smith, secretary of the 
Peoples Committee to Defend Life In. 
surance & Savings, has directed a lette; 
to Superintendent Pink of New York in 
reply to certain assertions that he made 
in his recent report to the New York 
legislature on “Insurance and Politics" 
concerning activities of the People 
Committee. Mr. Smith has suggested 
that Mr. Pink conduct a hearing upon 
the accuracy of certain statements made 
in that report. 

Mr. Smith refers to Mr. Pink’s state. 
ment that certain members of the execu. 
tive committee of the peoples group are 
residents of New York. 

“This statement implies that the actiy. 
ities of the committee were in violation 
of some New York law,” Mr. Smith 
states, “and we would ask that we be 
advised thereof in advance of the hear- 
ing, so that we may be prepared to dis- 
cuss a proper interpretation of the law 
at the hearing, if such a law there be.” 


Denies “Inciting” Policyholders 


Mr. Smith denies that the committee 
circulated literature “designed to incite 
the fears of owners of life insurance by 
telling them ... that the value of life 
insurance during the past eight years 
has diminished 50 percent.” Also, Mr. 
Smith denies that the committee stated 
that “life insurance companies are ina 
tottering financial condition.” 

The request for a hearing, according 
to Mr. Smith, was made at the instance 
of Mr. Sackman, investigator for the 
New York department. Mr. Smith con- 
tends that it is beneficial to life insur- 
ance and in the public interest that pol- 
icyholders be acquainted with the belief 
of the leaders in the business that the. 
policies of the present national admin- 
istration are inimical to the best inter- 
ests of life insurance. Many policyhold- 
ers, he said, believe that the reduction in 
policy dividends and increase in pre- 
mium rates are due to ill-advised invest- 
ments and/or waste and extravagance 
in life insurance management policy. 
This is not true and facts should be pre- 
sented to policyholders, particularly 
since they have the numerical strength 
to correct the situation through collec- 
tive action. 

Mr. Smith contends that it is proper 
and in good taste for the committee to 
bring these facts to the attention of 
policyholders. 

It is true, as Mr. Pink’s report stated, 
that the peoples committee is not an ac- 
credited representative of any branch of 
the insurance business. The insurance 
men who are members of the executive 
committee are acting solely in their indi- 
vidual capacites, Mr. Smith asserted. 

On the newest stationery of the peo- 
ples committee these insurance men 
appear as directors: C. V. Anderson, Cin- 
cinnati. who has just resigned as chair- 
man of the law and legislation commtt- 
tee of the National Association of Life 
Underwriters: W. W. Boyer, president 
of Austin Mutual. a fire company of 
Minneapolis; M. Hannaford. Ir. 
prominent local agent of St. Paul; B. M. 
MacDougal. president Providence Mt- 
tual Fire: E. W. Travis, Equitable So- 
ciety, and P. B. Rice, both of Youngs- 
town, O.. and Foster Vineyard, Aetna 
Life, Little Rock. 


Mutual Benefit Bills Introduced 


DENVER—Representative Lortons 
bill to regulate mutual benefit associa- 
tions has been well received. It places 
mutual benefits on a level premium 
basis, requires a $10,000 bond, elim 
nates graduations of benefits and fe- 
auires the payment of benefits in cash. 
Policies are limited to $500 on one life. 
Another house bill transfers supervision 
to the insurance department from the 
mutual benefit commissioner. —— , 

A senate bill reduces the age limit on 
juvenile policies from one year o 
minimum to birth. 
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‘Large Attendance at 
Texas Sales Rally 


Noted Speakers on Pro- 
gram at Dallas, San 
Antonio and Houston 


HOUSTON—More than 1200 at- 


' tended the three sessions of the Texas 





ca Seat, 


* Sales Congress at Houston, San An- 
’ tonio and Dallas this week. 
S upon F 


At the opening meeting in Houston 
Jack Grantham, Southwestern Life, 
president Houston Association of Life 
Underwriters, called the morning ses- 
sion to order, introducing Professor W. 
B. Bailey, Travelers, Hartford. 


The second speaker was John A. 
Witherspoon, Nashville, general agent 
John Hancock, vice-president National 
association. He discussed “What Makes 
Them Buy.” Holgar J. Johnson, presi- 
dent Institute of Life Insurance, was 
scheduled to address the luncheon but 


’ his plane was grounded and he was un- 


> able to make the Houston meeting. 


W. H. Fabian, Houston manager 


- Connecticut General Life, presided dur- 
' ing the afternoon. _is 
_ president Houston association. 


He is first vice- 
Jul B. 
Baumann, Houston general agent Pacific 


i Mutual, president Texas association, told 


the 


' of the work of the state association and 
- its relation to the individual life under- 


writer. He outlined plans for advancing 
interests of the members, and 


' stressed the importance of cooperation 


in meeting the problems affecting life 
insurance. He announced the Texas 
association convention will be held June 
2-4 in Hotel Beaumont, Beaumont, Tex. 


Coolidge on Tested Sales 


_R. B. Coolidge, superintendent agen- 
cies, Aetna Life, presented “A Tested 
Sales Message,” telling factors which 
cause the prospect to buy and showing 
how these should be employed in selling. 
S. E. Martin, Columbus, O., general 
agent State Mutual, spoke on “Make 
Them Think,’ portraying problems 
which life agents must guide the pros- 
pect in solving and methods which 
bring happy results for the buyer and 
salesman. 


In the evening the Houston Leaders 
Round Table gave a cocktail party fol- 
lowed by its annual banquet at which 
qualified members of the round table 
Were given recognition and awarded 
certificates, 

Brief talks were made by Mr. Martin 
and Mr. Witherspoon, who paid tribute 
to those who have proved their worth 
as leaders and developed the importance 
of leadership as a goal for life insurance 
men. 

Those in charge of the round table 
entertainment were W. H. Winn, chair- 
man; Alva Carlton, Jack Grosse, Ed 
Jordan, and Noel Willis. 

Professor Bailey spoke on Economic 
Trends in Life Assurance, indicating 
there was no probability of inflation. 

Houston group singing was led by 
Joel H. MacGregory, Jefferson Stand- 
ard, the pianist being Sigmar Hofeller, 
Acacia Mutual Life. 

_Mr. Baumann was host to early ar- 
rivals at a wild game barbecue. 


SESSION AT SAN ANTONIO 


SAN ANTONIO~J. N. Fletcher, 
Great Southern Life manager, president 
San Antonio association, called the ses- 
sion to order and introduced group sing- 
ae leader, W. P. Fogarty, Jefferson 

tandard Life. J. P. Rutledge of the 

reat National, president Austin associ- 
ation, presided at the opening session 
of the Texas sales congress here, Clar- 
ence Hertel, Southwestern Life, presi- 
dent Corpus Christi Association, pre- 
sided in the afternoon. 

Jesse Fletcher, Great Southern Life, 
President San Antonio association, and 


P. C. Creamer, Southwestern Life, past 
president, were co-chairmen of the San 
Antonio sessions, assisted by the presi- 
dents of the Austin and Corpus Christi 
asociations. 


HOLD BIG MEETING AT DALLAS 


DALLAS—J. A. Monroe, Jr., Great 
National Life, president Dallas associa- 
tion, and N. S. Longabaugh, Manhattan 
Life, president Fort Worth Association 
of Life Underwriters, presided at the 
Dallas sessions. John Arden, Waxa- 
hachie, and John Carden, Jr., both of 
Southwestern Life, provided music. 

An informal breakfast for Jul Bau- 
mann and wisiting spakers was held. 


R. M. White, Jefferson Standard Life, 
past president Texas association, and 
C. E. Seay, Southland Life, were co- 
chairmen at the luncheon. 

Thursday evening the Life Insurance 
Managers Club of Dallas held an in- 
formal dinner at which the sales con- 
gress speakers, state association leaders 
and outstanding personal producers were 
honored. 

J. P. Costello, Southwestern Life, was 
chairman of the Dallas sales congress 
committee, assisted by D. L. Edgecomb, 
Pan-American Life; Campbell Green, 
Southwestern Life; and H. S. Miller, 
Jr., Bankers Life of Iowa. H. D. Mou- 


zon, California-Western States Life, was 
chairman of the Fort Worth committee, 
assisted by W. A. Parham, United Ben- 
efit Life; J. A. Leddon, Modern Life; 
W. F. Cooper, Southwestern Life, and 
J. W. Bates, John Hancock Mutual Life. 
‘ = number of company luncheons were 
eld. 





Travelers Omaha Celebration 


OMAHA—The 35th anniversary of 
the opening of the Travelers Omaha 
branch will be celebrated by a dinner 
here Friday. Tom Kelley, who 
opened the branch, will be the guest of 
honor. Those attending will be mem- 
bers of the Omaha branch and Travel- 
er’s agents throughout the territory. Mr. 
Kelley will be presented with a bound 
volume containing the names of all 
present. 





Busy Schedule for Rothaermel 


With five days devoted to the Texas 
sales congress, W. M. Rothaermel, vice- 
president of Pacific Mutual Life, will 
spend two weeks visiting western gen- 
eral agencies. In addition he will ad- 
dress underwriter and managers meet- 
ings in Wichita, Omaha, Denver, and 
Salt Lake City. He will return to the 
home office by Feb. 10. 


by 
Insurers Don’t Concede 
Wage & Hour Application 
NEW YORK—Regardless of the 


wages and hours administration’s con- 
tention, reported in THE NATIONAL 
UNDERWRITER last week, that insurance 
employes are under the wages and hours 
law, the companies themselves do not 
concede this. In practically every case 
companies in all branches of insurance 
are well above the minimum standards 
prescribed by the wage and hours law 
and were before the law went into 
effect. 

About the only place where there has 
been any chance for conflict with the 
law is in the payment of overtime and 
possibly in the keeping of records. 
Briefly, the companies are staying with- 
in the law but are not admitting that the 
law applies to them. So far nothing 
has come up in connection with the law 
that would justify making an issue and 
an adverse decision would very likely 
open the way for a reversal of the Paul 
vs. Virginia decision with resultant up- 
heavals in other and vastly more im- 
portant phases of the business. 





Ron Stever, Equitable Society, Pasa- 
dena, has been elected a director First 
Trust & Savings Bank of Los Angeles. 





Retired -- Just 





the Man in the 
Advertisements 


The qualified Lincoln National Life 
man now has the benefits of a Re- 
tirement plan. He contributes and 
the company contributes. 
never put into the plan more than he 
receives back, whether he retires, 


THE LINCOLN 
INSURANCE 


Fort Wayne 


Like 


He can 





Geared To Help Its Fieldmen 





dies, or leaves the company. 
wishes, he may continue to write 
business and receive commissions 
after 65—his retirement age. Pro- 
visions of the plan make qualifica- 
tion easy for the regular producer. 


NATIONAL LIFE 
COMPANY 


If he 
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Conn. Mutual 
Agency Heads in 
Florida Parley 


Business insurance and employe in- 
surance plans were the chief topics at 
the annual conference of the Connecti- 
cut Mutual general agents at Holly- 
wood, Fla., this week. Through case 
analysis, open forum and panel discus- 
sion, these subjects were studied from 
sales, technical and legal angles. 

The program was arranged by a coin- 
mittee of general agents appointed by 
Vincent B. Coffin, vice-president. Wal- 
lace N. Watson, Boston, chairman, was 
assisted by Robert N. Waddell, Pitts- 
burgh, and Warren K. Magruder, 
Baltimore. 

The conference opened under the 
chairmanship of John M. Fraser, gen- 
cral agent at New York, and head of 
the Connecticut Mutual’s largest 
agency, when a review of Connecticut 
Mutual progress in 1940 was presented 
by Vice-president Peter M. Fraser. 
Connecticut Mutual insurance in force 
now stands at $1,084,835,793, the great- 
est in history, and a gain of $42,980,589 
over last year. New insurance amounted 
to $101,948,307, an 11.1 percent gain 
over 1939 and the largest volume in the 
past decade. Assets were increased by 
$29,382,558 to a total of $394,881,555. 
Agency Department Progress 

A report of the year’s progress along 
agency lines and a discussion of plans 
ior 1941 were presented by Mr. Coffin, 
assisted first by members of the agency 
department and then by six general 
agents: Stokes B. Carrigan, Philadel- 
phia; Edward H. Dieckhoff, Denver; 
Sherry F. Fisher, Des Moines; James 
G. Hill, Chicago; John L. McElfresh, 
Washington; and C. F. Merrifield, 
Portland, Ore. 

The entire session of the second day 
was devoted to employe insurance 
plans. E. F. White, Dallas, discussed 
non-contributory salary savings, Leon- 
ard L. Lenz, Columbus, and Louis J. 
Fohr, Chicago, contributory salary sav- 
ings; and Meyer M. Goldstein, New 
York, bonus profit sharing and pension 
trusts. These general agents then par- 
ticipated in an open forum on _ these 
plans, along with the following home 
office people: Harold F. Larkin, vice- 
president; H. I. B. Rice, vice-president 
and actuary; E. A. Starr, manager di- 
vision of employe insurance plans; and 


Lelia E. Thompson, attorney. Charles 
J. Zimmerman was chairman of the 
day’s session, and floor leader was Mr. 


Waddell. 
Business Insurance 


Business insurance was featured the 
third day, when two panel discussions 
were heard. In one, selling the close 
corporation was handled, and in the 
other the training and supervising of 
men in business insurance selling was 
discussed. Wallace N. Watson, floor 
leader, presided, and was assisted by 
Robert H. Carter, Oklahoma City; 
Philip F. Howerton, Charlotte; Claude 
C. Jones, Jr., Indianapolis; D. Conrad 
Little, Richmond; Stratford L. Morton, 
St. Louis; Phinehas Prouty, Jr., Los 
Angeles; Paul C. Sanborn, Boston, and 
E. Dale Shepherd, Jr., Houston. The 
day’s chairman was Robert N. Waddell 
of Pittsburgh. 


An “Information, Please” hour, with 
Mr. Zimmerman as “Mr. Fadiman,” 
and an address by President Loomis 
were heard the final day. Mr. Zim-- 


merman was assisted by general agents 


Messrs. Fohr, Goldstein, and Watson, 
Miss Lelia E. Thompson, and E. A. 
Starr and H. N. Chandler. Chairman 


for the final day was Mr. Hill and Mr. 
Magruder represented the program 
committee. 

The following home office people in 
addition to those already mentioned at- 
tended: Edward C. Andersen, educa- 
tional director; Graham H. Anthony, 
director; William L. Camp, III, editor 


Appraises Mission of 
Insurance in Defense Hour 








STEPHEN IRELAND 


The place of life insurance in a nation 
preparing for defense was outlined by 
Stephen Ireland, vice-president and su- 
perintendent of agencies of State Mutual 
Life, who invited leading agents and 
general agents to set down their own 
opinions for publication in State Mu- 
tual’s magazine, “Field Service.” 

“The tempo of business is stepping 
up,” Mr. Ireland said in his statement. 
“People are getting solidly behind the 
preparations for national defense. 

“There are two ways by which they 
can do this. One of them is by urging 
on others the vital need for positive 
thinking, thus insuring solidarity of pub- 
lic opinion. 

“The second is to realize that a new 
problem and a new obligation, one and 
the same, confronts us in this business. 
Business generally is working without 
pause, some of it on defense and some 
on contributing production. All business 
is stimulated. 

“To the life insurance business is 
given a larger mission. Our importance 
in the national economy never was 
greater nor was our opportunity for 
service to the public. 

“For we offer another and further 
safeguard. 

“The country is hard at work. Should 
we, then, consider that we do not owe 
others the same sacrifice of time and 
thought and energy that they are giving 
for our common good? 

“There never was a time when finan- 
cial security was not important to peo- 
ple. There never was a time when 
greater opportunity existed to make it 
come true. 

“You too will grow by this service.” 








of ConMuTopics; Dr. James R. Gud- 
ger, assistant medical director; Freder- 
ick O. Lyter, assistant superintendent 
of agencies; Lucius F. Robinson, di- 
rector; Dr. Henry B. Rollins, associate 
medical director; Raymond W. Simp- 
kin, assistant superintendent of agen- 
cies; George Smith, assistant 
vice-president, and H. Martin Tenney, 
assistant vice-president. 





Increase Iowa Requirements 


DES MOINES—The Iowa senate 
has passed a bill increasing the guar- 
anty fund requirement of mutual life 
companies not now licensed from 
$25,000 to $50,000. Another bill passed 
places a tax on gross premiums of for- 
eign health and accident and life com- 
panies, heretofore exempted under pro- 
visions of Chapter 400. 





George L. Dyer, general agent Colum- 
bian National Life, St. Louis, was 
elected a member of the executive com- 
mittee of the Laymen’s Retreat League 
of St. Louis. 





J. E. Kavanaugh Gives 
Inspiring Talk in Toronto 


TORONTO—A message to young 
agents that reflects 40 years of experi- 
ence was the basis of a talk before the 
Toronto Life Underwriters Association 
by E. Kavanagh, vice-president 
Metropolitan. 

“My message to you,” said Mr. Kava- 
nagh, “is to continue to present to your 
constitutents the goods that your fac- 
tory makes or can make, continue to 
present them attractively, continue to 
show what these goods can do in the 
way of educating a boy and taking care 
of a widow and mother or a defense- 
less individual; that you continue to 
present to your constituents the man- 
ner in which your goods can help pre- 
serve estates, provide definite incomes 
over a period of years, convert indiffer- 
ence and thoughtlessness into care and 
thought, make the thriftless become 
thrifty, make the irresponsible become 
responsible, 

“You have something that everybody 
wants and of which nobody has enough. 
At least if you haven’t got it, you are 
the instrumentality by which it can be 
secured. The days are too short and 
there are not enough of them in a week 
to enable you to properly present the 
benefits that can come to them and 
others near and dear to them through 
engaging the services of your particu- 
lar insurance company. You have 
time to argue, to talk politics or 
weather; you have no time to indulge 
in idle gossip—you have big work to 
do! The job is not going to be finished 
in your lifetime, but you can have the 
satisfaction of feeling that you are 
doing your share, if you succeed in get- 
ting people started out in habits of 
systematic saving. 

“By straight and definite paths, I 
mean knowing in advance where you 
are going, who you are going to see, 
what you are going to say when you 
see him; having your mind made up 
so well so that you can dominate the 
situation, having so much enthusiasm 
for your business services that your 
prospect is sure to catch some of that 
enthusiasm, having such a_ thorough, 
definite knowledge of your goods that 
yuor prospect will acquire some of that 
knowledge and therefore, acquire a 
greater longing for your goods. 

“Your business is not to talk about 
life insurance premiums. Your busi- 
ness is to show life insurance policies. 
Your business is not to show people 
how they can pay the premiums. Your 
business is to show how your company 
can pay the benefits. Show that well 
and your prospects will find ways and 
means of securing the necessary pre- 
miums. Your business isn’t to repre- 
sent or misrepresent any other insur- 
ance company or any other worthy 
cause. You haven’t time. You are too 
busy trying to present and represent 
the great, big, strong financial institu- 
tion with which you are connected. You 
are out to expand your own business, 
but you cannot possibly expand your 
business unless you benefit other peo- 
ple. Therefore, forget about yourself 


and think about the other people, think 


about benefitting other people, know- 
ing full well that as you benefit them 
dividends come to you automatically.” 





Cincinnati Trio Claims Record 


Three members of the W. J. Mack 
Agency of Northwestern Mutual at Cin- 
cinnati, M. J. Koch, R. A. Lauer, and 
R. L. Mayer, claim an unusual record. 
The trio has produced $10,002,204 during 
a period of 31 years, seven months’ serv- 
ice without a single death claim. Mr. 
Koch’s record extends over a 12 year 
one month period, Mr. Mayer’s 10 years 
three months, and Mr. Lauer’s nine 
years and three months. They placed a 
total of 882 lives for $8,084,704 with 
Northwestern Mutual, and 67 lives for 
$1,917,500 in other companies. Walter 
Hyman of the same agency has only 
three deaths in a 14 year three month 
period. 


H. S. Nollen 
Retires From Active 
Business Life 


H. S. Nollen, chairman of the boar 

of Equitable Life of Iowa is retiring 
from active service in accordance with 
its retirement plan. He will be 75 year: 
of age in September. He will continye 
as a member of the board. 

He served as vice-president 1913 to 
1921 when he became president, filling 
that office until 1939 when he wa; 
elected chairman of the board. 

Mr. Nollen fitted admirably into the 
substantial, conscientious man who ob. 
served at all times the trustee relation. 
ship. He desired every transaction ty 
be forthright. 


Three Famous Brothers 


Mr. Nollen was one of three brothers 
who came from the little Dutch com- 
munity of Pella, Ia., and won distinc. 
tion. It was a remarkable family, 
There was drilled into them in early 
youth the fundamental lessons of thrift, 
self-reliance and democracy. 

Mr. Nollen was born Sept. 26, 1866 
at Pella, educated there by a private 
tutor and graduated from Central Uni- 
versity at Pella in 1885 with a BS. 
degree. Some years ago he was given 
the honorary degree of LL.D. at Drake 
University, Des Moines, for his attain- 
ments, which included a scholarly in- 
terest in astronomy and its advancement 
and an active part in developing courses 
in astronomy at Drake and elsewhere. 

This interest derived from the early 
mathematical education that he received 
from his father at home. He is not a 
graduate actuary, but he is a skilled 
mathematician. Mr. Nollen was one of 
a very limited number of guests invited 
to the opening of the Adler Planetarium 
in Chicago in 1930. 


Foster Better Relationships 


He made a real contribution to the 
life insurance institution in the field of 
human relationships which was a strik- 
ing contrast to his mathematical leaning. 
He developed the agency force and the 
home office contacts with it along broad. 
humanitarium lines, which policy was 
reflected in encouraging more modern 
sociological relationships with employes 
in the home office. 

Mr. Nollen was rated as one of the 
great life insurance presidents when he 
headed the Equitable Life. He went with 
the company in 1913 when it was very 
small and limited in its operations to 
only Iowa and a few adjoining states. 
It was at his suggestion that the com- 
pany was entered in California and New 
York and other states to make it truly 
a national life insurance company. 

This development was one step in his 
program upon which he concentrated 
throughout his stewardship of giving the 
broadest spread of risks that was possi- 
ble. He carried this principle into the 
company’s investment department which 
he personally supervised until in recent 
years. 


Started with Bankers of Iowa 


One of Mr. Nollen’s brothers, Gerard, 
of course, is president of Bankers Life 
of Iowa. Oddly, each worked for the 
other company early in their life insur- 
ance careers, they having gone to Des 
Moines at the same time, Gerard going 
to work for Equitable Life and Henry 
for Bankers. The other brother was 
president of Lake Forest College before 
world war I, was in Y. M.-C. A. work 
during the war and later president of 
Grinnell College. 

Henry Nollen for years has been ac- 
tive in the Life Presidents Association, 
for many years on the executive com- 
mittee and as chairman in 1935. Since 
his company joined the American Life 
Convention as well, he has taken part 
in the A. L. C. councils. He is char- 
acterized as the highest tyne of execu- 
tive to be found in the life insurance 
business, who has contributed much in 
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stability and integrity, but also has had 
a most progressive policy. He was not 
a swivel chair executive, who maintained 
contacts with the staff purely by letter. 
Mr. Nollen appeared frequently in the 
field and it was customary for him to 
visit the agencies two or three times 
annually. He is democratic and im- 
mensely liked by the salesmen. 


Was President from 1921 to 1939 


Mr. Nollen has held many important 
positions in Des Moines and elsewhere, 
including that of president of the Pella 
National Bank. He was auditor of 
Bankers Life from 1893 and secretary 
and later director, reorganizing that 
company on the level premium basis on 
a plan which he devised. In 1913 he 
went with Equitable Life as executive 
vice-president and in 1921 became its 
president. He was made chairman in 
January, 1939. 

He is a life member and a fellow of 
the American Association for the Ad- 
vancement of Scfence, was general 
chairman of the Des Moines committee 
on arrangements for the insurance com- 
missioners convention there in 1938. His 
wide range of interest is shown by the 
fact that he has been president of the 
Des Moines Civic Music Association. 

The retirement of Mr. Nollen was 
announced at the annual meeting of 
trustees. Mr. Nollen will be 75 next 
September. 

In accepting the resignation, F. W. 
Hubbell, president, paid tribute to the 
progress of Equitable Life during the 
last 28 years under Mr. Nollen’s leader- 
ship. 


Great Growth in Business 


Since 1913, Mr. Hubbell said assets 
have grown from $14,000,000 to $205,- 
000,000 and insurance in force from 
$77,000,000 to $597,000,000. In 1913 the 
company operated in 12 states; today 
in 28. 

He was one of the first executives 
to see the advantages to the beneficiary 
in having the proceeds of a policy held 
by the company and paid out in in- 
stallments. He was a leader in devel- 
oping this and other policy provisions 
along new and original lines. 


Ohio Department Issues 
Statement on Counsellor’s 


The Ohio insurance division has pre- 
pared a statement to policyholders on 
the subject of so-called insurance coun- 
sellors, policyholders service and refund 
organizations, which may be used by life 
companies operating in Ohio if they 
conform to department restrictions. 

“One of the many desirable features 
of your life insurance is that it is never 
necessary for you to pay a fee or com- 
mission to any firm of so-called insur- 
ance ‘counsellors’ or ‘refund companies’ 
or other similar person or institution in 
order to receive any of the benefits pro- 
vided in the policy,’ the department 
stated. “Under no circumstances pay a 
fee or commission to any company, firm, 
service or so-called insurance counsellor, 
adviser or refund company to get any 
benefit provided by your policy. You 
can receive this service free of charge 
by contacting your local agent or the 
company’s district office or by writing 
the company at its home office and you 
can receive any information you may 
seek about the policy by writing the 
Ohio division of insurance.” 

The department advised the policy- 
holder that if he does not receive the 
attention he desires from the insurance 
company or its agents, he should com- 
municate with the department. 








Michigan Bar Group Meets 


The insurance committee of the 
Michigan Bar Association held its first 
session in Lansing with Chairman, W. 
C. Searl, vice-president and counsel 
Auto-Owners. First bills offered at the 
current legislative session were dis- 
cussed. Herbert Thompson, Detroit, 
secretary-counsel Michigan Life Under- 
Writers Association, was present. 


Investment Seminar 
Plans for 1941 Are 
Shaped in Chicago 


The executive committee of the Life 
Officers Investment Seminar of the 
American Life Convention met in Chi- 
cago for two days to formulate plans for 
the 1941 seminar meeting. C. F. Nettle- 
ship, Jr., secretary Colonial Life, is 
chairman of the Financial Section. 
Colonel C. B. Robbins, A. L. C. man- 
ager-general counsel, sat with the group. 
The 1941 Seminar again will be held at 
Indiana University, Bloomington, Ind., 
the tentative dates being July 14-25. 

The program so far developed is 
purely tentative and must temporarily 
remain so in view of prevailing world 
conditions, Chairman Nettleship an- 
nounced, 

The morning sessions will embrace 
three courses: money and banking, mort- 
gages, both from the standpoint of ur- 
ban and farm classification, and current 
economic trends. Afternoons will be 
devoted to bond investments, with par- 
ticular emphasis on municipals, public 
utilities and rails. 

Evening meetings will be divided be- 


tween round-table discussions, conducted 
by seminar members who are especially 
qualified in their fields, and distinguished 
economists and business leaders. 

The subject matter of the seminar will 
be entirely different from 1940, but will 
be so correlated as to carry on from 
the material presented last year, and 
will be capable of assimilation by those 
attending for the first time. 

The faculty will be selected from the 
faculties of outstanding universities and 
the staffs of the leading financial in- 
stitutions. 

The “Seminar Bulletin,” published by 
Indiana University on behalf of the Life 
Officers Investment Seminar, is now in 
its third issue. The bulletin contains 
articles and reviews of books of current 
interest to life insurance investment ex- 
ecutives and is available to all represen- 
tatives of the investment departments of 
member companies. 


———_- 


Rehabilitation Bill in Oregon 

House bill 47 introduced in the Ore- 
gon legislature by the committee on 
revision of laws, provides a method for 
the liquidation, rehabilitation, reorgani- 
zation or conservation of resources of 
insurers doing business in more than 
one State. 


Insurance Lunch. 
Feb. 21 for Jones 


The Insurance Federation of Illinois 
is sponsoring a luncheon meeting at the 
Palmer House in Chicago on Friday, 
Feb 21, at which time leaders in every 
branch of the insurance industry will 
welcome the newly appointed director 
of insurance, Paul F. Jones. 





Edgerton Roanoke Manager 
for Penn Mutual Life 


Lacy G. Edgerton, formerly super- 
visor of the Roanoke, Va., agency of 
New England Mutual Life, has been 
appointed district manager in charge 
of the Roanoke office of Penn Mutual 
Life. His office is at 801 Boxley build- 


ng. 

Mr. Edgerton entered life insurance 
from the automobile distributing field 
in 1932 with New England Mutual. 
During the entire time he was with this 
company 88 percent of the business he 
has placed has remained in force. He 
received his CLU designation in 1937 
and last year his certificate in agency 
management from the American Col- 
lege. 





expressed. 
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New All-Time Highs Attained 
by Pilot Life in 1940 


Although all of the final figures are not available, suffi- 
cient facts are at hand to indicate that 1940 registered 
many new all-time highs for the Pilot Life. 


The gain in insurance in force was $9,075,957, which 
represents one of the Company's best years; and the 
total insurance in force will attain the new high figure 
of over $146,500,000. 


The assets, invested in securities handpicked by Pilot 
investment experts and carried substantially below 
market value, showed a handsome increase, attain- 
ing another all-time high. 


To the large number of loyal and capable salesmen 
who played a major role in these achievements, sin- 
cere appreciation and congratulations are publicly 


PILOT LIFE 
INSURANCE CONPANY 


GREENSBORO, N. C. 


Emry C. Green, President 
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Life Sales Gain 
0.2 Percent in 1940 


Showing an increase of 2/10 of 1 percent, 
new life insurance business in 1940 
amounted to $7,318,575,000, compared 
with $7,302,902,000 in the preceding 
year, according to a report of the As- 
sociation of Life Insurance Presidents, 
on 40 U. S. companies having 82 per- 
cent of total life insurance. ; 

Ordinary insurance sales during the 
year amounted to $5,057,418,000, against 
$5,015,706,000, an increase of 8/10 of 1 
percent; industrial $1,581,859,000 against 
$1,484,095,000, an increase of 6.6 per- 
cent; group insurance $679,298,000 
against $803,101,000, a decrease of 
15.4 percent. 

For December the total new business 
was $694,740,000 against $646,550,000, 
an increase of 7.5 percent. Ordinary 
was $444,366,000 against $416,858,000, a 
gain of 6.6 percent; industrial $142,371,- 
000, against $124,662,000, an increase of 
14.2 percent; group $108,000,000 against 
$105,030,000 a gain of 2.8 percent. 
Monthly Comparisons for 1939 and 1940 

Ordinary Insurance 






























1940 
over 
(000 omitted) 1939 
1939 1940 % 
January .«>.. $ 578,675 405,538 —29.9 
February 420,255 398,292 —5.2 
a. 461,418 439,984 —4.6 
POOTEG): ipicengees 385,634 449,118 16.5 
MAT. sxsa8cs5s 424,094 439,567 3.6 
er 406,958 420,272 3.3 
DEED kia wies< 364,300 437,614 20.1 
BUBUBE 50150 381,626 402,415 5.4 
September .... 334,561 381,261 14.0 
October ...... 425,977 447,194 5.0 
November .... 415,350 391,797 —5.7 
December 416,858 444,366 6.6 
$5,015,706 $5,057,418 8 
Industrial Insurance 
January ...<.. $ 99,363 $ 113,111 13.8 
February 109,871 125,226 14.0 
re 138,396 138,545 B | 
DOTA ices sces 129,051 135,852 5.3 
ee 137,073 141,921 3.5 
BEND) suKew cscs 128,568 128,232 —.3 
BUY — Laicawaiseers 118,218 124,192 5.1 
pS ee 119,068 123,111 3.4 
September . 115,935 127,974 10.4 
October ...... 135,769 146,465 7.9 
November .... 128,121 134,859 5.3 
December 124,662 142,371 14.2 
$1,484,095 $1,581,859 6.6 
Group Insurance 
JSANUATY .200. $ 51,899 $ 134,507 159.2 
February ne 40,365 38,120 —5.6 
i 45,205 37,556 —16.9 
OS Le es 35,981 39,800 10.6 
OD ee ee 43,278 44,869 3.7 
SEO Soi wisens 194,223 48,946 —74.8 
BMY ab aswss< 23,862 43,520 82.4 
OC ee 83,901 53,757 —35.9 
September ... 59,401 40,720 —31.4 
October ...... 75,929 55,244 —27.2 
November 44,027 34,256 —22.2 
December 105,030 108,003 2.8 
$ 803,101 $ 679,298 —15.4 
Total Insurance 

JQRUATY 255. $ 729,937 $ 653,156 —10.5 
February .... 570,491 561,638 —1.6 
a 645,019 616,085 —4.5 
BOSE 6:55 s0aes 550,666 624,770 13.5 
a re 604,445 626,357 3.6 
i ee ee 729,749 597,450 —18.1 
TT ee 506,380 605,326 19.5 
CO: 584,595 579,283 —.9 
September 509,897 549,955 1.9 
October .....-. 637,675 648,903 1.8 
November 587,498 560,912 —4.5 
December 646,550 694,740 7.5 
$7,302,902 $7,318,575 2 

By Years Beginning with 1913 

(000 omitted) 
Ordinary Industrial Total 

<a $1,651,162 $ 622,909 $ 2,294,899 
erie 1,616,833 662,600 2,324,907 
june 1,721,546 697,532 2,466,200 
ens 2,127,075 703,743 2,909,538 
Saree 2,466,121 737,810 3,382,267 
pees 2,571,508 793,187 3,611,351 
eee 4,483,759 934,807 5,844,140 
koe 5,417,908 1,116,522 6,960,167 
ces ee 4,462,939 1,257,759 5,831,781 
seas 4,913,464 1,418,801 6,608,693 
Sa 5,879,457 1,720,054 8,119,556 
ppiatete 6,256,029 1,963,554 8,817,348 
..%.-. 7,253,168 2,359,174 10,611,126 
Sivan 7,667,645 2,566,059 11,284,309 
pone 7,677,963 2,667,331 11,169,667 
eae 8,083,910 2,692,520 12,112,759 
—oen 8,684,131 2,898,157 12,767,652 


Puts High Value on 
Agent's Economic Service 








M. R. GOODERHAM 


“It is the duty of private citizens in 
all free countries to limit their personal 
expenditures and conserve their financial 
resources in order that they may assist 
their respective governments in the 
course which these governments pursue 
at the present time,” declared M. R. 
Gooderham in his presidential address 
at _ annual meeting of Manufacturers 
Life. 

“The economic aspect of the current 
troubled times places great emphasis on 
the individual savings of citizens in all 
the free countries. The annual premium 
contributions of the 250,000 policyhold- 
ers of this company represent in total a 
vast sum of individual savings. The 
maintenance of that flow of savings by 
our policyholders and their purchase of 
life insurance constitute an effective and 
systematic method of saving which in 
the present effort has great significance. 

“As we enter this new year field men 
should keep this in the forefront of their 
consciousness in the realization that no 
matter in what field they may be operat- 
ing the maintenance of business in force 
and the production of new business is 
one of the most effective methods of 
economic service to their country and to 
their policyholders.” 








N. Y. Society's 40th Year 


Insurance Society of New York will 
celebrate completion of its 40th year 
Feb. 25, and to mark the occasion is is- 
suing a booklet containing facts about 
the growth of the society along with a 
roster of members, officers and direc- 
tors. David C. Beebe, president United 
States Aviation Uderwriters, Inc., su- 
pervised preparation of the booklet as 
chairman of the membership committee 
of the society. The booklet contains 
also a message from John J. King, head 
of Hooper-Holmes Bureau, president of 
the society. Four thousand copies of 
the booklet are being distributed. 

At present the society has 1,442 mem- 
bers, a substantial increase over last 
year. It maintains a large insurance li- 
brary and has a wide list of courses in 
insurance. 





A. A. Johnstone, Prudential superin- 
tendent at Sault Ste. Marie, Ont., has 
been transferred to London, Ont. 








(000 omitted) 


Ordinary Industrial Total 
BOBO vss 8,396,968 2,851,129 12,340,262 
1988 53). os 7,409,815 2,797,163 11,003,142 
1932 .....: 5,931;327 . 3,477,268 9,035,735 
URS: jib bis 9,085,757 2,320,874 7,763,837 
re 5,528,884 2,527,227 8,553,148 
1935 - 5,580,960 2,521,284 8,767,386 
AO86) ....5-55 5,371,239 2,695,602 8,651,636 
BOT ose 5,591,842 2,640,144 8,992,918 
1938 .n.cs 4,867,428 2,178,848 7,522,727 
| 5,015,701 1,484,095 7,302,897 
1040s 5,057,418 1,581,859 7,318,575 
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PACIFIC 
MUTUAL'S 


SWayPlan 


* * * LIFE AND RETIREMENT 
PLUS IMMEDIATE DISABILITY 















The man who claims his insurance program is com- 
plete may be a difficult prospect for more “life” insur- 
ance. But he’s approachable to the underwriter equipped 
to offer the Pacific Mutual 5-Way Plan. The 5-Way 
Plan is unique—in one package the prospect is offered 
not only life and retirement protection, but also zmme- 
diate disability protection against sickness, accident, 
and loss of sight or limbs. 

The Pacific Mutual 5-Way Plan gives the underwriter 
something new and different to offer his prospects. It 
will justify an interview difficult to secure with /ife in- 
surance alone. It’s the tool that completes his selling kit. 
















PACIFIC MUTUAL LIFE INSURANCE COMPANY 
HOME OFFICE, LOS ANGELES, CALIFORNIA 
Complete Life Insurance Coverage 
Life, Retirement, Accident, Sickness and 5-Way ® Participating 


and Non-participating @ Mortgage Insurance, Salary Savings, 
Juvenile Insurance, Salary Continuance, and other Special Forms. 








PACIFIC MUTUAL SERVICE SINCE 1868 


January 31, 1941 
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New Canadian President 
| Has Interesting Career 


—————— 































H. O. WRIGHT 


H, O. Wright, Saskatoon manager 
Monarch Life of Canada, the newly- 
elected president of the Life Underwrit- 
ers Association of Canada, has had a 
varied career. 

Born at Hull, Que., Mr. Wright was 
educated at the public and high schools 
in Ottawa. At the outbreak of the South 
African War in 1899 he enlisted and 
served through the major portion of the 
campaign. On demobilization he en- 
tered the civil service at Ottawa. He 
attended the coronation of King Ed- 
ward VII as one of the four selected 
representatives of the Princess Louise 
Dragoon Guards. 

In 1908 he went to western Canada 
to farm in Saskatchewan near Senlac. 
While farming he got his first selling 
experience as a threshing machine com- 
pany representative. 

In 1917 he was elected to parliament. 

Mr. Wright entered life insurance in 
1922 with the Monarch Life at Wilkie, 
Sask. He was appointed manager at 
Saskatoon in 1925. In 1939 he won a 
contest for managers based on agency 
progress. 

He has held various offices in the 
Saskatoon association, including presi- 
dent. He also served as chairman of 
the Saskatoon Managers Association. 








Honor 58 Top Producers at 
Cleveland Leaders Dinner 


CLEVELAND — Fifty-eight of the 
leading producers of Cleveland were 
honored at the Agency Leaders’ Din- 
ner, sponsored by the Cleveland Life 
Insurance Executives Club. The club 
was host to the leader in each office, 
in point of dollar volume, and the leader 
in lives written. 

David M. Cowan, manager Sun Life 
of Canada, was master of ceremonies. 
Guests at the head table included Ar- 
thur F. Young, trust officer National 
City Bank, and president Cleveland 
Life Insurance Trust Council; Ross M. 
Norris, general agent Security Mutual, 
and president Cleveland Life Under- 
writers Association; John M. Hol- 
combe, Jr., manager Sales Research 
Bureau; J. Ray Davis, general agent 
Provident Mutual, and president ex- 
€cutives club; B. N. Woodson, Sales 
esearch Bureau; and George Thoba- 
en, managing director Cleveland asso- 


ciation. Chairman of the committee 
was E. W. Brailey, New England 
Mutual, 





W. Lloyd Nesbitt has been appointed 
manager at Port Arthur, Ont., by the 
mperial Life of Canada. He succeeds 


J. R. Halls, who has resigned to enter 
war work, 





Clarify Cal. Requirements on 
Reporting Death Payments 


LOS ANGELES—The Life Insur- 
ance Managers Association heard Dr. 
Verne Steward and they were given an 
interpretation of the rulings of the Cali- 
fornia inheritance tax office on the rules 
regarding life insurance funds in pay- 
ment of death claims, by Donald R. 
Peck of the Los Angeles office. 

Mr. Peck went into the tax exemp- 
tion allowed by the state of $50,000 of 
life insurance, and said that knowledge 
by the insurer of total insurance exceed- 
ing that amount is an important ques- 
tion. 

Except where the insurer has knowl- 
edge that the aggregate amount of life 
insurance payable on the life of a dece- 
dent exceeds $50,000, the state controller 
will require no notice or withholding of 
payments of proceeds aggregating 
$5,000 or less; where the amount pay- 
able by an insurer exceeds $5,000 but 
does not exceed $25,000, no withholding 
of such payment will be required, but 
with such payment the insurer will be 
required to send to the controller a no- 
tice of such payment; where the amount 
payable exceeds $25,000, or where the 
insurer has knowledge that the total 
amount of such insurance written by all 
companies upon the life of the decedent 
exceeds $50,000 no payment of the 
whole or any portion thereof may be 
made until a specific release or consent 
in writing is obtained from the state 
controller. 

In all cases where life insurance is 
payable to the estate, executors, admin- 
istrators, legal representatives, or testa- 
mentary trustee, no notice or withhold- 
ing of payment is required. 





Carroll Agency of N. W. 
Mutual Meets in Oshkosh 


OSHKOSH, WIS.—The first agency 
meeting of the Central Wisconsin 
agency of Northwestern Mutual Life, 
since M. A. Carroll took over as sole 
general agent, was held here with an at- 
tendance of 102, making it the largest 
gathering in the history of the agency. 

At the afternoon session J. J. Hughes, 
assistant director of agencies, spoke on 
“Helps and Methods to Improve Your 
1941 Business,’ and Dr. G. F. Tegt- 
meyer, assistant medical director, on 
“Hints and Helps from the Medical De- 
partment.” 


Fitzgerald Principal Speaker 


Edmund Fitzgerald, vice-president, 
gave the principal address at the ban- 
quet. Ernest H. Metz was presented 
the CLU designation, the first member 
of the agency to receive this award. The 
district agent’s cup was awarded to G. 
R. Wettengel and associates, Appleton, 
for the fifth consecutive time. 

Prizes were awarded for largest 
amounts of paid for in 1940: First, 
Lyle O’Connor, special agent, Oshkosh, 
for sixth consecutive time; second, F. 
L. Pike, Oxford; third, A. R. Woog, 
Random Lake, and fourth, L. J. Spring- 
mire, New London. 





Ricks Strong Agency Gains Again 

DALLAS—The Ricks Strong general 
agency of this city for John Hancock 
Mutual Life moved up from 20th to 
eighth place among the 59 general agen- 
cies in 1940, the third full calendar year 
of its operations. The 1940 paid-for 
volume of the Strong agency was $4,- 
644,399. 





Minn. Mutual Action on Dratftees 


The Minnesota Mutual Life announces 
that any of its employes called into mil- 
itary service will be given cash up to 
three months pay and their group insur- 
ance carried up to 14 months during 
training. Full sick leave accumulated 
during their absence will be credited to 
them. 


DEPENDABLE PERFORMANCE 





PROGRESS 
Marks Our 95th Year 


Insurance in Force stands at $1,084,835,793, the greatest 
volume in the Company's history. It represents a gain of 
$42,980,589 during the year. 


New Insurance Protection to the extent of $101,948,307 was 
taken out, which is 11.19% more than in 1939, and the largest 
volume in the past decade. 


Assets were increased by $29,382,558 to a total of $394,- 
881,555. 


Surplus was strengthened by an additional $1,546,345, and 
now stands at $14,566,843. 


ASSETS 
ON ee Ewer bal Mukte § $ 6,698,436 





*Bonds: U.S. Government................ 23,517,019 

ee ne 131,757,252 
Stocks (Market Value)..................... 16,438,070 
ee 158,029,122 
Pere 2 It. ca esaweac ds 34,489,729 
Home Office Property........ ay tS Ete 2,375,000 
Chime Real Galena: .. 55. eck ce ecc ese: 10,722,158 
Interest Due $226,955 and Accrued $3,863,792 4,090,747 
Net Deferred and Outstanding Premiums.... 6,764,022 

Total Admitted Assets...............6. $394,881 555 


*At Book Value—adjusted to Market Value in case 
of Bonds not Subject to Amortization. 


LIABILITIES 


Policy and Contract Reserves.............. $319,110,715 
Policyholders' Funds: 


Policy Proceeds left with Com- 





NR idles $33,875,547 
Accumulated Dividends ..... 13,996,265 
Advance Premium Fund...... 4,343,857 
52,215,669 
Reserve for 1941 Dividends............... 5,450,000 
Reserve for Taxes Payable in 1941........... 1,300,000 
Miscellaneous Liabilities .................. | 047,836 
Market Fluctuation and Investment Contin- 
a ae 1,190,492 
ihe Raga tele pn aR RCO ORT Pe 14,566,843 
pt he A ee ET a $394,881 555 
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amounts to $274,442,684, a gain of 
$21,770,973. 

Continental Assurance had $7,477,808 
in cash and United States Government 
obligations. 

It enjoyed a most successful year 
from the standpoint of new agencies 
appointed and other constructive and 
progressive moves made to further its 
progress. The management views with 
a great deal of optimism the future of 
the business and expects 1941 to be 
another successful one. 


GREAT-WEST LIFE 

Showing a good year in 1940, new 
business placed by Great-West Life 
amounted to $53,401,865, while business 
in force increased to a total of over 
$640,000,000. Assets increased to a new 
high of $173,512,329. Surplus, contin- 
gency reserve and capital amounted to 
$6,686,907. During the year $17,249,139 
was paid to policyholders and beneficiar- 
ies, an average of nearly $60,000 for 
every working day of the year. To date 
the company has paid a total of over 
$237,000,000 to policyholders and their 
dependents. 


LINCOLN NATIONAL LIFE 

Assets of Lincoln National Life in- 
creased $11,749,009 during the year and 
now amount to $168,640,194. Surplus 
to policyholders now amounts to $10,- 
030,335, an increase of $1,089,170. 

Insurance in force is at an all time 
high of $1,091,527,803, the increase for 
the year being $56,678,070. 

Income amounted to $43,732,851, an 
increase of $4,427,160. Income exceeded 
disbursements by $13,129,896. 


RELIANCE LIFE 


Substantial increases in assets and 
insurance in force were made in 1940 
by Reliance Life. Assets gained $8,- 
724,947 and totaled $132,803,266. 

Insurance in force passed $500,000,000 
in November and at the end of the 
year totaled $504,774,839, increase $19,- 
789,147. 

Of the assets, 75,53 percent are 
bonds, including $15,822,269 of U. S. 
government. Market value of bonds 
exceeds by $2,772,370 the convention 
values. 

Policy reserves increased $6,951,505 
and amount to $114,079,390. Reserve 
for future payments under supplemen- 
tary contracts gained $1,187,266 to to- 
tal $7,737,573. Reserve for contingen- 
cies and surplus increased $118,001.53 to 
total $4,289,697. 

Total income amounted to $25,809,- 
248, a gain of $1,633,326. 

The company paid $10,274,341 to pol- 
icyholders and beneficiaries. Of this 
amount, $3,786,721 represents death 
claims and $6,487,620 went to living pol- 
icyholders. 

Since its organization in 1903, Reli- 
ance Life has paid $152,750,083 to pol- 
icvholders and beneficiaries. 

New life insurance paid for totaled 
$55,345,836, increase 3 percent. The 
premiums on new accident and health in- 
surance amounted to $133,540. 


MUTUAL TRUST LIFE 


_ Mutual Trust Life enjoyed outstand- 
ing gains in production, insurance in 
force, assets, surplus and income as a 
result of 1940 operations. New busi- 
ness amounted to $18,732,910, an in- 
crease of almost $2,000,000. Insurance 
in force aggregates $181,326,093, an in- 
crease of $6,784,137 and a new all-time 
high mark. 

Assets, showing a gain of more than 
$3,000,000 reached a new peak level of 
$49,533,620. Surplus increased by 7.7 
percent to'’a total of $3,534,947. Total 
income was the record-breaking figure 


of $8,947,302 and disbursements more 
than three millions. Of all funds dis- 
bursed, 62 percent was paid to policy- 
holders and beneficiaries. The net rate 
of interest earned was 4 percent for the 
fourth successive year. The rate of 
mortality was only 38 percent of ex- 
pected. 


COLUMBIAN NATIONAL LIFE 


The Columbian National Life reports 
$20,556,000 new paid life insurance, in- 
cluding group and family income. On 
the same basis this compared to $19,- 
609,000 for 1939. Insurance in force to- 
tals $181,133,000 excluding family in- 
come credits. The gain in force is $3,- 
424,000, nearly twice the $1,890,000 gain 
reported for 1939. The first year lapse 
ratio was lower than it has been for 
ner years. Mortality continued favor- 
able. 

There was another substantial in- 
crease in the average size of regular life 
policies issued from $3,734 in 1939 to 
$3,879 in 1940. The new Puritan pre- 
ferred whole life policy averaged $4,800. 

Assets are now over $50,000,000. 


CENTRAL LIFE OF IOWA 


Central Life of Des Moines reports 
assets increased $2,763,048 last year to 
$51,800,077. Insurance in force totals 
$170,496,709, a gain of $2,585,363. Total 
income for the year was $2,712,626 in 
excess of disbursements. Surplus in- 
creased $654,695 to $4,533,246. 

The company paid $3,552,711 to pol- 
icyholders and beneficiaries last year. 
Net rate of interest earned on invested 
assets was 4.042 percent, as compared 
with 4.0195 percent in 1939. The ratio 
of actual to expected mortality in 1940 
was 41.26 percent. 


oe 


PROTECTIVE LIFE 


Protective Life of Birmingham shows 
a new high in insurance in force with 
$132,335,595, an increase of $11,709,000 
over 1939. Ordinary sales increased 26.3 
percent over 1939, group sales 58 per- 
cent. 

Assets are $13,249,079, an increase of 
$1,108,810; premium income $3,033,658, 
increase $330,541; surplus, $401,397, in- 
crease $45,059. 


BUSINESS MEN’S ASSURANCE 


Total income for the Business Men’s 
Assurance in 1940 was $7,386,459, an 
increase of $874,448 over 1939. Assets 
reached $22,182,393, an increase of $2,- 
278,689. Life insurance in force rose 
$5,183,902 to $126,422,523, while acci- 
dent and health premiums totaled $2,- 
211,639 an increase of $335,338. The 
number of group hospitalization con- 
tracts almost doubled, rising from 
15,912 in 1939 to 30,377 in 1940. 


FEDERAL LIFE 


Federal Life had substantial increases 
in insurance in force, assets, new busi- 
ness in the life department and new 
premium income in the accident and 
health department, President L. D. 
Cavanaugh reported at the annual meet- 
ing. New business written in 1940 
gained every month over the corre- 
sponding month of 1939, and this rec- 
ord is being continued into 1941. Janu- 
ary new life business probably will 
prove to be 100 percent greater than in 
January, 1940. 

Life insurance in force increased to 
$77,166,866. Life department premi- 
ums were $2,093,189. Accident. and 
health premium income was $1,634,307, 
approximately one-third of the $4,793,- 
418 income for the year. The average 
life premium on new 1940 business was 
$27.57 per thousand. The investment 
income was $888,953 and other income 
$176,968. 

Assets totaled $17,984,554, of which 88 
percent is held as reserves on policies 
or for payments to policyholders. The 
capital, unassigned surplus, contingency 


and investment fluctuation reserves to- 
taled $1,457,461, or 8.1 percent of all 
assets. 

Federal has 38.9 percent of its assets 
in liquid form, including bonds, pre- 
ferred stock and cash, the latter item 
being $1,234,453. 

Considerable improvement in the real 
estate market last year was indicated by 
the fact that Federal’s investment in 
owned real estate, resulting from de- 
pression foreclosures, declined almost 
20 percent, dropping to 20.5 percent of 
total assets, as compared to 25.5 percent 
a year ago. This included $830,000 
home office property and $3,695,239 
other owned real estate, President Cav- 
anaugh said real estate continues to be 
among the best assets from the stand- 
point of net yield. Federal owns its 
own 12 story office building and the 
land on which it is built. Under a pol- 
icy of annual depreciation the home of- 
fice property is carried at only $830,000, 
or 4.6 percent of total assets. 

The assets gained $754,913 in 1940. 
Investment fluctuation reserve was 
$300,000, unassigned surplus and con- 
tingency reserve $782,461, capital $375,- 
000. First mortgage loans totaled $2,- 
423,806, policy loans $2,509,056. 


OHIO STATE LIFE 


The annual report of Ohio State Life 
reflects an extremely favorable year. 

Insurance in force increased $3,739,- 
823, assets increased $1,352,280, surplus 
increased $150,000, and combined con- 
tingency funds increased $40,267. In- 
surance in force amounts to $104,250,- 
097, assets $22,462,141, capital $1,000,- 
000, net surplus $800,000, general con- 
tingency reserve $314,907, investment 
fluctuation fund $149,976, making a 
total surplus to policyholders of $2,- 
264,844. 

The bond account amounts to $7,592,- 
329, all of which is invested in federal, 
territorial, state, and municipal bonds. 
Mortality was very favorable. A gain 
of 12 percent over 1939 was reported in 
accident insurance. 


INDIANAPOLIS LIFE 


The Indianapolis Life paid $1,718,007 
to policyholders and beneficiaries. Assets 
increased $2,140,922 to $26,144,751; sur- 
plus increased $151,129 to $1,663,435. 
Insurance in force increased $3,712,455, 
now totaling $114,757,904. Indiana led 
all states in volume of new business 
and is also the leading state in insuratice 
in force. 


GUARDIAN LIFE 


Gains were recorded by Guardian 
Life in all the major phases of its op- 
erations during 1940. Assets reached a 
new high of $148,587,651, a gain of $8,- 
386,117 or 16 percent. 

New paid business was $40,565,255, 
up 2 percent and insurance in force ag- 
gregated $499,982,736, increase $6,- 
710,184. 

Total income amounted to $24,902,- 
094, a gain of almost $1,000,000. 

Payments to policyholders and bene- 
ficiaries, exclusive of dividends, totalled 
$8,894,227, an increase of 5 percent. In 
addition, dividends totalling $1,964,316 
were paid, compared with $1,904,098 in 
1939. Policy reserves were increased 
by $7,504,192. 

After deducting primary charges 
from total income, a net balance of $3,- 
167,334 remained. Dividends payable to 
policyholders in 1941 were declared by 
the directors on the same scale used in 
1939 and 1940 and after setting aside 
funds for this purpose, $600,000 was 
added to the mortgage contingency re- 
serve bringing it up to a total of $2,- 
000,000; $283,615 was used to decrease 
the book value of real estate, and $325,- 
403 was added to general surplus, 
bringing that account to $5,794,862. 

Mortality experience was the most 
favorable since 1933, being but 45.6 per- 
cent of the expected, and an improve- 


ment of 3.05 points under 1939 figure; 
The rate of interest earned on meg, 
ledger assets was 3.38 percent agains 
3.51 percent the preceding year. Mar. 
ket values of securities were $1,861, 
greater than the amortized values, 


COLUMBUS MUTUAL LIFE 


Columbus Mutual Life had one 4 
its best years in 1940. 

Assets totaled $37,532,891, a gain oj 
$2,957,569; surplus was $3,063,260, , 
gain of $504,863. During the last 49 
years assets have more than doubled: 
surplus has increaed by 90 percent. Ra. 
tio of surplus to liabilities is 9.4 percent, 
Assets include mortgages of $15,058 0g 
and $11,673,060 in public bonds. 

Insurance in force is $141,560,000, 
largest in history, and a gain $4,546,089 
Production was $11,340,949, a gain of 
9 percent. 

Average yield on investments was 
3.9 percent. Total income was $7,497, 
101, which exceeded disbursements by 
$2,947,605. ‘ 

Death claims totaled $843,053, a de. 
crease of $182,661. Mortality experi. 
enced was 37 percent of expected. 

Policy dividends aggregrated $569,695, 

John W. Gordon, president Fifth 
Avenue Savings Bank, Columbus, was 
elected a director to succeed the late 
Theo. H. Tangeman. Mr. Gordon con- 
tinues as a member of the executive 
committee. 


MONARCH LIFE 


Gains of 5.8 percent in life insurance 
in force and 7.1 percent in accident and 
health business are reported by the 
Monarch Life. Assets increased 12.5 
percent in 1940, surplus 8.8; life premium 
income 4.1 and gross income 6.8 per- 
cent. Payments to policyholders totaled 
$1,787,284, an increase of 4.1 percent, 
Assets total $6,933,408; unearned pre- 
mium reserve, $678,393; life policy 
reserves, $3,303,831; special non-cancel- 


lable accident and health reserve, $755,- , 


559; claim reserve, $542,421; capital, 
$445,600; surplus, $939,848. Bond hold- 
ings total $5,469,161, an increase of 
$523,175, with market value of bonds 
$243,538 over statement valuation. In- 
terest yield was 3.6 percent gross and 
3.08 percent net in 1940. 


—_— 


AMICABLE LIFE 


Amicable Life had the best year in its 
history in 1940, President A. R. Wilson 
reported to stockholders. Total admitted 
assets as of December 31 were $14,669,- 
018, gain $1,062,838 over 1939. Insurance 
in force increased $2,446,181 to a total 
of $86,890,725; contingency reserve in- 
creased by $125,000; free surplus was 
$521,084, and capital stock remained at 
$820,000. 


—_— 


JEFFERSON STANDARD LIFE 


New insurance sales of Jefferson 
Standard Life amounted to $51,000,000 
in 1940. Increase in assets was $7,264,- 
000, and now stand at $94,764,607. Un- 
assingned surplus and contingency funds 
stad at $4,730,000. 

The earning rate on invested assests 
in 1940 was 5.11 percent, President Price 
predicts the company will again be a 
national leader in this particular. 

A bonus to home office and branch 
employes, amounting to 5 percent of an- 
nual salaries, was approved, and _ the 
usual dividend to stockholders of 75 
cents was voted. 





Sun Has Three Millionaires 


The Sun Life of Canada reports that 
for the first time in its history three 
agents, R. D. Deacon, Seattle; R. 
Kotte, Cincinnati, and Raul M. Erenu, 
Sarmiento, paid for more than $1,000,- 
000 in a single year. 





Edward N. Van Vliet, manager of the 
home office agency of Prudential, will 
give a party Friday at the Diamond 
Horseshoe in New York for his agents 
in celebration of the agency attaining 
first place among all Prudential ordi- 
nary agencies for 1940. 
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George Harris Propounds 
" Queries at Detroit Rally 


DETROIT—Higher education for 


i life agents may have the danger of lead- 


ing to exposition rather than salesman- 
ship, G. H. Harris, public relations 
officer Sun Life of Canada, told Quali- 
fed Life Underwriters and Detroit 
Chapter of C. L. U. at a joint luncheon. 
|. L. Lee, manager Phoenix Mutual, 
0. L. U. vice-president, presided. H. N. 
Phillips, Sun Life group manager and 
vice-president of C. L. U., introduced 
Mr. Harris. 

“Does the advancement made in un- 
derwriting in recent years reflect an 
increased knowledge of our profession?” 
Mr. Harris asked. “Has the public been 
well served? Has education led us into 
explanation and exposition rather than 
salesmanship? Have we become a group 
of expounders? Have we lost something 
in gaining so much? 

“Knowledge must be leavened with 
social consciousness in order to be truly 
useful and the underwriter must have 
or must acquire the faculty for making 
the obscure simple to the prospect, 
rather than the simple obscure. Knowl- 
edge, too, must be tempered with im- 
agination if it is to do the job for us 
which we expect it to do. 

“Has the newer knowledge gained by 
the underwriters been made harsh and 
forbidding by the jargon which sur- 
rounds it? I hate these pretentious 
words of ours. 

“Do you look at public events as an 
excuse for your prospects to turn you 
down, or as a reason for their buying 
more insurance right now? 

“Another great objection is the possi- 
bility of inflation. It is simply one of 
those unreasoning fears which cause us 
so much trouble. 

_ “Suppose you do have a controlled 
inflation, which is the only kind that 
can possibly happen in your country. If 
your prospect’s dollars will buy less ix 
the future, will his family need more or 
less of those future dollars? Because 
the family will need more of them, is 
that any valid reason for leaving none?” 


Atlanta C. L. U. Conference Held 


ATLANTA, GA —The American 
College of Life Underwriters held a re- 
gional conference here for key men and 
instructors from the southeastern states. 
Dean David S. McCahan and John P. 
Williams, director of educational, ad- 
visory department, discussed plans and 
policies of the college and suggestions 
lor organization and operation of study 
groups. 

C. B. Harrell, Jr., Atlanta, was in 
charge of arrangements, and W. J. 
Milner, Jr., president of the Atlanta 
C. L. U. chapter, presided. 


Chicago Meeting Feb. 14 


Members of the Chicago C.L.U. 
Chapter who have appeared on National 
convention programs will be featured 
at a joint luncheon meeting of the Chi- 
cago chapter and Chicago Association 
of Life Underwriters Feb. 14. 
Moynahan, manager Metropolitan Life, 
President Chicago chapter, appointed 
H. R. Schultz, Mutual Life of New 
York, as program chairman for the 
meeting. 











To Form Ft. Wayne Chapter 


Plans to form a Fort Wayne, Ind. 
. L. U. chapter were furthered at a 
recent meeting of the Fort Wayne Asso- 
ciation of Life Underwriters. Zura Z. 
a ay is in charge of organization 
ns. 





Hartford Chapter Hears Fisher 


. The Hartford C. L. U. chapter held 
its January dinner meeting with C. 
Cochran Fisher, Aetna Life, Washing- 
ton, D. €., past president of the Wash- 





ington chapter, as speaker. Louis O. 
deRongé, general agent Columbian Na- 
tional, was in charge of arrangements, 
and Philip I. Holway, Connecticut Gen- 
eral, chapter president, presided. A. H. 
Hiatt, Jr., superintendent of agencies 
Aetna Life, introduced Mr. Fisher. 





Plan Washington Banquet Mar. 18 


R. W. Griswold, Guardian Life, is 
general chairman for the annual dinner 
of the District of Columbia C.L.U. chap- 
ter which will be held March 18 in 
Washington. Many leading business men 
will be guests and it is estimated that 
over 300 will attend. 





Chapin Director at Peoria 

Leroy D. Chapin, for more than 10 
years a personal producer at the Peoria 
branch of New York Life, has been ap- 
pointed agency director of that office. 
He fills the vacancy left by Harold W. 
Schenke, who has been transferred to 
the St. Louis branch in the same ca- 
pacity. 





Max Mell has been promoted to man- 
ager at Orange, N. J., of John Han- 
cock, to succeed Elmer de Szendeffy, 
who has retired after being with the 
company more than 23 years. 


Executives Asked to Serve 
on Business Welfare Board 


WASHINGTON—A number of 
prominent life insurance executives will 
serve on the national committee on 
business welfare, appointed by Presi- 
dent James S. Kemper of the U. S. 
Chamber of Commerce. 

Mr. emper named Silas Strawn. of 
Chicago as committee chairman. Mr. 
Strawn said the group will uphold the 
principles of the chamber through na- 
tional councillors and special national 
legislative committees appointed by 
member organizations. 


Members of Welfare Committee 


Insurance men named to the business 
welfare committee include: 

Herman A. Behrens, chairman of Con- 
tinental Casualty and president Conti- 
nental Assurance; Alex O. Benz, presi- 
dent Aid Association for Lutherans; 
Chandler Bullock, president State Mu- 
tual Life; Asa V. Call, executive vice- 
president Pacific Mutual Life Insurance; 
M. J. Cleary, president Northwestern 
Mutual Life; Lee J. Dougherty, vice- 
president Occidental Life of Los An- 
geles; W. T. Grant, president Business 
Men’s Assurance; Leroy A. Lincoln, 
president Metropolitan Life; Julian S. 
Myrick, Mutual Life, New York; Julian 
Price, president Jefferson Standard Life; 


F. D. Russell, president Security Mutual 
Life of Binghamton; John A. Stevenson, 
president Penn Mutual Life. 


Bishop Davis Head of Church Life 


NEW YORK—Bishop C. J. Davis of 
the Western New York Diocese was 
elected president of Church Life, sub- 
sidiary of the Church pension fund of 
the Episcopal Church. He _ succeeds 
William Fellowes Morgan of New York 
City. F. L. Poly, New York City, and 
Bishop B. J. Washburn of the Newark 
Diocese were elected as vice-presidents. 
J. P. Morgan continues as treasurer and 
B. B. Locke as executive vice-president. 





Compensation Committee Meets 


NEW YORK—The committee on 
compensation of agents, headed bv Pres- 
ident M. A. Linton of Provident Mutual, 
held a session here, at which criticsms 
and suggestions that have been re- 
ceived since the proposed revision was 
announced last fall were discussed. 


Heads Republic National Leaders 


J. G. Oltorf, Fort Worth general agent 
of the Republic Nationai Life of Dal- 
las, is president of its Leaders Club for 
1941. R. B. Clark is vice-president and 
R. I. Jones, secretary. Both are super- 
visors for the Republic National at Al- 
buquerque, N. M. 











Insurances and Annuities in Force - 





Again, the Great-West Life looks into the 
future with confidence, proud to fulfil its re- 
sponsibilities as a leading financial institution, 
and knowing that its obligations to its policy- 
holders are thoroughly safeguarded 


ITEMS FROM THE 1940 ANNUAL STATEMENT 
- $640,255,615 


New Business Placed  - - - - 53,401,865 
Payments to Policyholders and Beneficiaries 17,249,139 
Assets ° : - - : - 173,512,329 
Liabilities - - - : - - 166,825,422 


Surplus, Contingency Reserve and Capital - 


™GREAT-WEST LIFE 


ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG, CANADA 
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6,686,907 
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Inadequate Cleanup Fund, 
Preferred Heirs Peril Estate 





A great proportion of the estates 
probated are found to have very inade- 
quate cash cleanup funds and therefore, 
the best assets must be dumped on the 
market to meet pressing obligations, 
George Rogers, Chicago attorney, of 
Tenney, Harding, Sherman & Rogers, 
legal firm, declared in a talk on con- 
servation of smaller estates in the 
Saturday forum conducted by the Chi- 
cago Association of Life Underwriters. 

He especially criticised the over- 
emphasis on income arrangement of life 
insurance, and particularly through the 
family income type of policy, as result- 
ing frequently in making inadequate 
provision for cleanup fund through 
lump sum insurance. He said the fam- 
ily income form is sold almost univers- 
ally in the small estate field, being used 
as the nucleus around which the es- 
tate is planned. 


May Feel False Security 


There is a danger, Mr. Rogers said, 
that the agent may set up a sense of 
false security in the prospect’s mind as 
regards the potentialities of his estate 
when writing the family income policy. 
A cleanup fund is urgent to avoid the 
forced sale of items to satisfy charges. 

It is important to preserve the home 
and family. The prospect wants his 
business and personal estate to take 
his place; he wants freedom from want 
for his family, a normal home life, the 
carrying out of family objectives, such 
as education, etc. This must be done 
through an income arrangement, but 
too frequently the prospect, and even 
the agent, underestimates the cash de- 
mands that will be made on the estate 
when the man dies. 

Mr. Rogers cited the case of a Chi- 
cago man who estimated the cleanup 
fund required if he should die would 
be $3,000. An examination of his situ- 
ation showed $30,000 would be needed, 
or 10 times as much as he had figured 
on and provided for. His estate tax 
alone in 1934 would have been $6,000, 
it developed, and it would be $13,000 
now. He took $10,000 additional in- 
surance to make up the deficiency. 


Taxation Often Overlooked 


One of the important things that is 
underestimated is taxation. The tax 
rates have been boosted so that on a 
type of estate on which the tax in years 
past would have been $80, now it would 
be $10,000. The prospect, and possibly, 
the agent also forget property taxes. 
He will be at least one full year’s taxes 
in arrears when he dies, Mr. Rogers said, 
and these taxes are a lien on his real 
estate. He may owe taxes for two or 
more years. Mr. Rogers said the fed- 
eral income tax often is forgotten. The 
prospect’s death late in the year would 
mean that his estate would have to pay 
almost the full year’s taxes. 

“In cases in probate court, almost 
every day it is found the cleanup needs 
have been ignored,” he said. “Men for- 
get the inheritance and estate taxes, or 
they may concentrate on these-and ig- 
nore other tax demands. They forget 
there will be heavy costs of -adminis- 
tration. Many people fail to realize the 
tremendous increase in the taxes 
against estates which have occurred in 
the last few years.” 


Must Pay “Preferred Heirs” 


“The prospect wants to devise cer- 
tain funds to his heirs. He has the 
feeling that since it is his property he 
can distribute it as he wishes; that his 
bequests will go to his heirs as he has 
dictated. But he forgets that there are 
certain preferred creditors who come in 
for their share before the heirs can get 
any money. These are the government 
and the states, who must be paid their 





taxes. The administrator or executor 
are rarely pictured as heirs to the es- 
tate, but they are actually preferred 
heirs. They must be paid off first 
while the real heirs stand aside. 

“The whole difficulty with adminis- 
tration and execution of estates is that 
the problem is involved with legal com- 
plications and is a long road.” 

Mr. Rogers said the administration 
costs will average about 10 percent of 
the estate. It is difficult to figure how 
it could be so much, he commented, but 
that is the fact. There are many fees to 
be paid, much routine to be handled 
through the court. 


Sources of Estate Dangers 


Sources of danger to the prospect’s 
objectives are that his personal estate 
will be’ reduced by the difference be- 
tween the cleanup fund required and 
that which was provided, and also that 
the estate often is of the “single asset” 
type, made up of stock of a small cor- 
poration, or interest in a sole proprie- 
torship. Frequently it is difficult to do 
anything with this type of investment. 

The cleanup fund may run a very 
high percentage of the estate, especially 
small ones. In an estate of $2,500 the 
cash needs may be $500; $5,000, $1,000 
clean up fund; $10,000, $1,300 fund, and 
$25,000 estate $2,700. 

These costs are so high because the 
executor must file a will and three 
photostatic copies. He incurs fees. He 
has to obtain legal authority to admin- 
ister the estate. He must provide 
bonds. His legal appointment requires 
a court hearing and often publication of 
notice, with publication charges. If 
heirs are out of the state, there is a 
wide variety of publication require- 
ments that must be met. Then perhaps 
a detailed inventory and an appraisal 
must be made. 


Other Expenses to Meet 


It is possible brokers’ fees will have 
to be paid for selling securities or other 
investments to secure funds. A public 
accountant may have to be employed. 
Estate and inheritance tax returns must 
be filed. It may be that legal action 
will be required to collect claims due 
the estate. There are, of course, the 
charges or fees of the administrator or 
executor. All these items constitute 
first liens against the estate. 

Mr. Rogers said the income must be 
provided to the proper persons. It is 
necessary to have a will to insure 
proper distribution. Some _ provision 
must be made for proper maintenance 
and disposition of the home. For in- 
stance, an F.H.A. mortgage is a con- 
stant drain on the estate. Mortgage 
payments may be extremely difficult 
for the widow to meet. Her future is 
endangered if she has to refinance the 
mortgage, and the children cannot re- 
finance it. Forced sale of the property 
is always a danger. 

It is the custom on F.H.A. mortgages 
to require the’ wife to sign:the mortgage 
papers. This is called a “formality,” 
but it takes effect when the husband 
dies so the widow can be held liable on 
any deficiency judgment that may be 
rendered. All these matters must be 
considered and provided for during the 
insured’s lifetime. His attorney cannot 
rearrange the estate and rewrite the 
will after his death. 


Changed Attitude on Insurance 


Mr. Rogers mentioned the changes in 
the Treasury department regulations 
made Jan. 10 dealing with inclusion in 
gross estates of life insurance which 
previously was excluded as having no 
incidents of ownership. He said this 
new interpretation probably will be sus- 
tained on appeal. The government 


Asks Change in Law on 
Annuity Firms in W. Va. 


The state auditor and insurance com- 
missioner of West Virginia in his report 
for the fiscal year ending June 30, rec- 
ommends that the law governing invest- 
ment companies selling a certain type of 
annuity contract be amended. The pres- 
ent statute requires that these concerns 
deposit $100,000 to qualify to do busi- 
ness and to keep an additional amount 
on deposit equal to the net cash liability 
to all contract holders. 

“We feel this is an unwarranted re- 
quirement, one obviously open to mis- 
use inasmuch as over-zealous salesmen 
are often constrained to use the name 
of the state to induce prospects to buy 
their contracts,” he stated. 

“Moreover, this is a cumbersome and 
awkward law from the standpoint of de- 
tail, as the company must often with- 
draw securities for delivery upon ma- 
turity, or perhaps for sale, thus making 
it difficult to keep on deposit at all times 
the required amount. We feel this re- 
quirement is as rdiculous as would be 
one requiring banks that accept deposits 
to place with the state treasurer, ap- 
proved by the auditor, an amount of se- 
curity equal to all their deposits. 

“We would recommend careful con- 
sideration of the repeal of this provision 
of the law and the substitution of other 
safeguards adequate for the protection 
of the investing public.” 


Two New Banks Enter Insurance 


NEW YORK—The Flushing Savings 
Bank and the Seneca Falls Savings 
Bank have been added to New York 
state’s savings bank life insurance sys- 
tem as agency banks, bringing the total 
agency banks to 12. There are eight is- 
suing banks. 

Contrary to a statement last week, 
savings bankers say that currently there 
is no sentiment in favor of increasing 
the New York limit of $3,000 per life. 
While the limit was opposed vigorously 
some time ago, the steady reduction in 
the average policy size has convinced 
the bankers that it would be pointless 
to seek a higher limit, since an ex- 
tremely small percentage are now buy- 
ing the limit permitted by law. | 

A. bill has been introduced in the 
Connecticut legislature, sponsored by 
Governor Hurley, which would permit 
savings banks to issue life insurance, 
patterned on the New York system, it 
would contain the same limits, $1,000 
for any one bank and $3,000 per life. 


Illinois Bankers Life Honors Hart 


In honor of H. D. Hart, vice-presi- 
dent and director of agencies a January 
one-week campaign for new business 
gave the Illinois Bankers Life its larg- 
est single week, climaxed by the best 
day’s business in a year, 

Henry G. Johnson, agency secretary, 
conducted the surprise promotion, 
which produced $532,806 of business, as 
against $166,667 in the 1940 comparison 
period. The final day aggregated $212,- 
024, an increase of 247 percent over the 
same day in 1940. , 

Applications, accompanied by a 
heart-shaped card from the agent, will 
be.mounted in a commemorative book 
and presented to Mr. Hart St. Valen- 
tine’s Day. 














needs money and does not care where 
it gets it or who pays. 

“Schemes for tax avoidance will be 
viewed by the Treasury department 
with a very jaundiced eye for a long 
time to come,” he said. “The wise man 
would do well to plan to pay his tax. 
Especially in the case of the small es- 
tate, the tax which he might seek to 
avoid would not be much. The failure 
of the tax avoidance scheme could be 
as costly as an inadequate cleanup fund 
and the family would have to pay the 
bill.” 


Special Agent William St. John Chubb 
for Prudential in Newark has been ap- 
pointed to the army air corps. 








RECORDS — 


Northwestern Mutual Life repo; 
$199,467,081 new paid business in 194 
compared to $195,179,748 in 1939, Jy. 
surance in force increased $37,520,201 jy 
1940 and $17,620,856 in 1939. 

General American Life.—Incomple, 
returns for January indicate it ma, 
prove the 18th consecutive month 
gains. December rounded out 1940 wit; 
ordinary production in December 175 
percent better than December, 193 
total written for the year up 12.3 per. 
cent, and paid-for ordinary 11.3 percen; 
ahead. Paid-for accident and _ healt) 
premiums in December increased 4 
percent and the year’s volume was 10: 
percent ahead of 1939. Combined paid 
group premiums for 1939 gained 89 per. 
cent and for December, 162 percent, 

The Pittsburgh branch office under 
R. R. Dodson retained possession of 
the President’s Cup for the three months 
by the best percentage increase in paid 
for premiums in the last quarter year, 
Leading personal producer in December 
was E, E. Shrout, general agent Cape 
Girardeau, Mo., with last quarter appli. 
cations averaging $5,200. The company 
leader in 1940 was F. F. Sale, St. Louis, 

Bankers Life of Nebraska.—Mr;, 
Josephine S. Marty completed her 48ist 
week of consecutive weekly production 
as special agent O. Frey agency, 
Lincoln, Neb. She won second highest 
production honors in 1940. First place 
was won by W. H. McCaig, Goodrich 
agency, Topeka, Kan., for second time, 
V. A. Marshall agency Fairbury, Neb, 
led all agencies in production. R. R. 
Burtner’s agency, Harrisburg, second, 
and E. R. Goodrich, Topeka, Kan., third, 
Mr. Goodrich led all general agents in 
personal production, J. H. Brown, Steu- 
benville, O., second, and C. M. Stewart, 
Grand Island, Neb., third. 

Occidental Life, Cal.—Paid for new 
business in 1940 was $74,377,500, the 
business in force Dec. 31 being $519,- 
339,494, a gain of $29,196,768. 

Security Life & Trust—The company 
had its best year in its history, increas- 
ing insurance in force nearly 14 per- 
cent to over $63,000,000, a new all- 
time high. New paid-for business in- 
creased over 24 percent in 1940 and 
reached a new high for any one year. 

Shenandoah Life—Ordinary paid for 
business in 1940 went over $20,000,000, 
a 50 percent increase over 1939, and 
more than double the paid business in 
1938. Gain in insurance in force was 
$20,000,000 which now totals more 
than $215,000,000. 

Texas Prudential—Leading producers 
in 1940 were: L. R. Johnson, Corpus 
Christi, manager south Texas territory, 
first in paid volume and with best re- 
newal ratio, Joe Thompson, managet 
Waco district; largest number of appli- 
cations for the year and runner-up 1 
personal production, Jack H. Goode 
agency, Oklahoma City, led general 
agencies in volume of new business for 
the third consecutive year. .. 

I. B. Jackson, Massachusetts Mutual, 
Cineinnati—Business in 1940 increased 
24 percent in volume and 10 percent in 
premiums over 1939. The agency Was 
second in the volume of gain in the 
company, being outranked only by At- 
lanta. Tracy Evans was one. of the 
leading agents in the company, making 
every honor roll in production and show- 
ing a 33 percent increase in volume. 


Dr. Jones Is New Medical Director 


Jefferson Standard Life directors made 
only two changes in the official sta 
at the annual meeting. Dr. W. M. Jones 
becomes medical director to succeed Dr. 
J. T. J. Battle, who died Sept. 29, and 
Dr. A. Ray Dawson was named assistant 
medical director to succeed Dr. Jones. 





Stratford Lee Morton, general agent 
Connecticut Mutual Life, St. Louis, was 
elected vice-president of the Better 
Business Bureau of St. Louis. He has 
been a director for several years. 
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Mutual Life Retirement Plan 
Approved by N. Y. Dept. 


NEW YORK—tThe department has 
approved the agents’ retirement plan of 
the Mutual Life of New York. Full 
time representatives writing $75,000 of 
new full year paid business during a 
calendar year will be eligible to make 
specific deposits the following year. 
These deposits will be increased by 
company contributions and the total ac- 
cumulated at compound interest. Agents 
can retire at age 65, with special pro- 
visions for retirement from 60 to 65. 
Three options are available, a life and 
annuity, life annuity 10 years certain, 
and joint and survivorship annuity. The 
eligible members may elect to deposit 1 
to 3 percent of the first year premiums, 
must deposit 1 percent of the renewal 
premium up to and including the sixth 
policy year, paid during their eligibility 
to deposit excepting any business estab- 
lished more than a year prior to mem- 
bership. 

The company will match deposits 
made against renewal business, but will 
not make any contributions with respect 
to deposits against new business. Upon 
death during membership, the entire 
amount credited to such member will 
be paid to beneficiary. Total and per- 
manent disability is provided. 

At date of termination of contract 
other than through disability, death or 
retirement, members will receive accu- 
mulated deposits either as a single pay- 
ment or in monthly payments over pe- 
riods of one to five years at the com- 
pany’s discretion. Contributions made 
by the company and accumulatons 
thereon wil not be included in with- 
drawal payments. 





Life Claims Show 
Many Deaths First Year 


NEW YORK—The death claim 
statement of Equitable Society showed 
payments of $6,043,834 for December, 
bringing the aggregate for 1940 to 
$72,620,050. 

The following tabulation of ordinary 
claims paid in 1940 shows length of 
time policies were in force. 


Claims Lives Amount 
Died during 1st 
308. VOGl-.. <n 134 117 $ 388,889 
Died during 2nd 
SO. “VORP yg < cc's 146 119 438,550 
Died during 3-5th 
ins. year.......- 730 609 2,790,328 
Died during 6th- 
10th ins. year...1,832 1,391 7,333,280 
Died during 11th- 
20th ins. year...6,364 4,156 28,393,406 
Died after 20th ins. 
YORE voce ete 5,968 4,059 16,749,480 


This summary shows that 236 of 
these policyholders died in the first or 
second policy year. The Institute of 
Life Insurance reports that of all pol- 
icy claims paid by U. S. companies in 
1940, over 66,000 have been in force for 
less than one year periods. 





Appoint McLain Agency Head 

SPRINGFIELD, ILL. — Douglas 
McLain, for 19 years with Northwest- 
ern Mutual Life here, has been ap- 
pointed home office agency manager of 
Franklin Life. A consistently large 
producer, he placed more than $5,- 
000,000 of business. on Northwestern 
books and won the bronze, silver and 
gold buttons in his first three years. He 
Was vice-president of his company’s 
agents in Illinois at the time of his 
resignation. Carl Kloppenburg and 
Edward Redlich, Franklin Life repre- 
sentatives in Springfield, will © serve 
under McLain. 

Fred T. Boldon has been manager of 
the agency. 





F. M. See, general agent New Eng- 
land Mutual Life, St. Louis spoke on 
The Ten Commandments for Closing a 
Sale” at a meeting of the St. Louis 
Chamber of Commerce Sales Managers 
Bureau. He substituted for J. E. Bragg, 
New York manager Guardian Life, who 
was unable to attend -because of illness. 


Chicago Speaker 











LEON GILBERT SIMON 


An especially large turnout is expected 
for the meeting of the ‘Chicago Life In- 
surance & Trust Council the evening of 
Feb. 7 at which the speaker will be 
Leon Gilbert Simon, Equitable Society, 
New York, noted authority on business 
insurance who will talk on his specialty. 
The meeting is open only to paid mem- 
bers of the council or sponsored guests. 








Union Mutual Managers Stirred 


After four days of planning and dis- 
cussion in their meeting at Boston, gen- 
eral agents of Union Mutual Life of 
Maine were convinced that 1941 would 
show a gain in new business greater 
than the 12% percent increase of 1940 
over 1939. Fred T. Jordan, manager 
of the home office agency, when intro- 
ducing President R. E. Irish at the ban- 
quet, reviewed the progress of the com- 
pany since 1934 when the insurance in 
force amounted to $59,806,000. At the 
end of 1940 this figure was $81,287,000, 
an increase of one-third. Total insur- 
ance issued in 1934 was $3,731,000, and 
in 1940, $10,602,000, an increase of 300 
percent. 

The general agents were pleased with 
the plans of the accident and health de- 
partment which has now carefully set 
up its policies and program to fit into 
the work of Union Mutual life produc- 
ers. 

Insurance commissioners present at 
the banquet were Harrington, Massa- 
chusetts; Francis, Maine; Morin, Rhode 
Island; and Rouillard, New Hampshire. 





Many Mid-year Registrations 

WICHITA—Lee Wandling, Equi- 
table Society, Wichita, general conven- 
tion chairman for the mid-year meeting 
of the National Association of Life 
Underwriters here March 27-29, has 
called a meeting of all committee chair- 
men for Feb. 3 to check details. Mr. 
Wandling reports a good advance regis- 
tration from widely scattered points and 
urges early registration, although Wich- 
ita has excellent hotel facilities. 

Kansas attendance at the meeting will 
be boosted by a special attendance com- 
mittee composed of the regional vice- 
presidents W. J. Leonard, Manhattan: 
William Barton, Topeka: and John 
Kerns, Pittsburg, assisted by Guy C. 
Glascock, Hutchinson, and state secre- 
tary Elmer Henry, vice-president of the 
Dodge ‘City association, according to 
plans adopted at a meeting of the execu- 
tive committe here, with President J. E. 
Conklin presiding. 








Lewis B. Williams, director and chair- 
man of the National City Bank of 


Cleveland, has been elected a director 
of National Life of Vermont. 


National Life, Vt., Appoints 
Godine at Baltimore 


Leonard V. Godine, for the last 20 
years prominent in Life insurance cir- 
cles in Baltimore, has been appointed 
general agent in that city by National 
Life of Vermont. The company, whose 
agency offices are located in the Mary- 
land Trust building, has been doing 
business in Baltimore for more than 
50 years. 

Mr. Godine is a native of Newark, 
N. J. He served in the world war with 
the 29th division. He is at present vice- 
president of the Baltimore Life Under- 
writers Association. 





Maddox Agency Captures 
Connecticut Mutual Trophy 


For achieving the best record of or- 
ganization development during 1940, the 
Atlanta agency, of which N. Baxter 
Maddox has been general agent, was 
awarded the president’s organization 
trophy by Connecticut Mutual Life. 
Mr. Maddox recently resigned to enter 
the banking business. Announcement 
of the award was made by President 
James Lee Loomis at the meeting of 
general agents at Hollywood, Fila. 

Runners up in the competition were 





E. F. White, Dallas, C. F. Merrifield, 
Portland, Ore., John H. Thompson, 
Hartford and R. Homa  Houchin, 
Huntington, W. Va. 

Those general agents leading their 
divisions in new business were also 
honored. They are John M. Fraser, 
New York, Charles J. Zimmerman, 
Chicago, Robert N. Waddell, Pitts- 
burgh, James G. Hill, Chicago, and 
Stokes B. Carrigan, Philadelphia. 

For outstanding records in maintain- 
ing insurance in force, certificates were 
presented to Stratford L. Morton, St. 
Louis, John H. Thompson, the Jones 
Agency, Indianapolis, Meyer M. Gold- 
stein, New York, D. Conrad Little, 
Richmond, Herbert C. Remien, Grand 
Rapids, the Shepherd agency Houston, 
and George C. Coulsen, Springfield. 





Discuss Financing Agents 


SAN FRANCISCO—“How to Fi- 
nance Agents” was the subject of the 
Jan. 30 session of ‘the seminay the 
General Agents & Managers Associa- 
tion on problems of agency building. 
Speakers included J. H. Howe, Bankers 
Life, and W. L. Hardy, West Coast 
Life. These monthly meetings under F. 
J. VanStralen, Massachusetts Mutual, 
replace monthly luncheon meetings. 

















The State Life 
of 


Indiana 











Is a Mutual Legal Reserve Company Founded 1894 . . . . 
Is in its Forty-SSeventh Year of Dependable Service . . . . 
Has Paid $127,000,000 to Policyholders and Beneficiaries . . 
Holds Assets of over $53,500,000 for their benefit . ... . 
Issues Policies from Ages One Day to Sixty-Five Years . . . 
Issues Policies on Male and Female Lives at the Same Rates . 
Issues Policies with Double Indemnity and Disability Benefits . 
Issues Juvenile, Educational Fund, and Family Income Policies. 
Issues Salary Continuance and Retirement Income Policies . . 
Issues Many Other Standard and Up-to-date Policy Forms . . 


Offers Agency Opportunities and Training for Those Qualified. 
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Appleby Scouts Fears of Inflation 


(CONTINUED FROM PAGE 3) 





borrowed heavily, the borrowing, how- 
ever, being from the banks rather than 
from individuals, which has a much 
greater effect on credit. In the banks 
there is now a tremendous amount of 
purchasing power. That is all right, so 
long as it is unused, Mr. Appleby said, 
resulting only in an inflation of bank 
credit. 


Says Power Won’t Be Used 


There was an 18 billion dollar decline 
in stock market values last year. The 
President has power to issue three bil- 
lions of printing press money, but he 
is not likely to do so, Mr. Appleby said. 

The increase in the hourly wage rate 
in industry and the general spread of a 
40 hour week have increased the hourly 
wage rate to the highest in the world. 





JOHN H. EVANS 


An important consequence of this pol- 
icy is that it raises prices. 

Despite wheat, corn, cotton, and hog 
price controls, the government hasn’t 
been able to drive the prices up. The 
average production last year of these 
articles exceeded the average of the past 
10 years. The government checked in- 
creases in copper and wool prices by im- 
porting copper from Mexico and wool 
from Australia. 

Increased taxes will work as a de- 
pressant rather than an inflationary fac- 
tor, Mr. Appleby said. 


Germany and South America 


Should Germany win, there is consid- 
erable talk of her capturing South 
American and other markets from the 
United States, through a barter system 
because of her lack of gold. Mr. Apple- 
by expressed the belief that the world 
is not going back 500 years in history, 
even if Germany wins. 

Mr. Appleby spoke at the banquet at 
the opening day of the meeting. O. C. 
Norton, Toledo manager, was toastmas- 
ter. Mr. Appleby presented service 
pins to V. E, Templeton, Lima, 25 years, 
and Robert Kraus, West Milton, 15 
years. Other home office executives 
taking bows were: J. H. Evans, vice- 
president; S. J. Blashill, treasurer; G. A. 
Dieterle, treasurer; W. H. Harrison, ac- 
tuary and assistant secretary; E. . 
Kirkpatrick, superintendent of agencies; 
Dr. H. H. Shook, medical director; A. 
O. Graeser, assistant secretary; E. C. 
Edmonds and A. A. Johnson, assistant 
treasurers; M. R. Dodson, assistant ac- 
tuary; G. E. Coxworth, assistant gen- 
eral counsel; Grant Westgate, assistant 
superintendent of agencies, and A. W. 
Theiss, sales promotion manager. 


Greater Expansion in 1941 


The company’s plans for 1941 call for 
a greater expansion of the personnel 
of present agencies and a_ thorough 
training and supervision program. Spe- 


cial emphasis is to be laid upon the 
development of Ohio; also all territories 
of the company will come in for a 
greater amount of home office coopera- 
tion during the year. 

A co-ordination of sales plans be- 
tween the home office and the field units 
of the company has been placed on a 
solid footing, and the entire sales effort 
during the year will be concentrated on 
the dovetailing of the plans and the 
attainment of the goal set. 


1940 Best Year in History 


Highlights from the Ohio National’s 
1940 year end statement termed “by far 
the best year in its history,” were pre- 
sented by John H. Evans, vice-president, 
at the meeting for its Ohio agents. 
Assets now amount to $55,302,345 and 
insurance in force $216,644,428, new all 
time highs. The gain in insurance in 
force is $25,592,023, which includes the 
business of Columbia Life. Surplus 
funds also were at an all time peak of 
$2,803,318. 

On April 1, Ohio National is going 
strictly to a participating basis on a 3 
percent reserve basis. A new rate book 
is in preparation. Mr. Evans said that 
the company would pursue a most con- 
servative policy and is building up a 
very large surplus in anticipation of a 
long period of low interest returns. Ohio 
National last year made its last payment 
on Bankers Reserve Life, which it rein- 
sured in 1933. The payments were 
spread out over a period of years, and 
their completion means that the com- 
pany will have additional funds for build- 
ing an impregnable position. Mr. Evans 
stated that the ratio of capital and sur- 
plus to liabilities was the same as the 
average of the 20 largest companies 
measured by assets. 

Ohio National had a net yield of 4.19 
percent on all of its assets, Mr. Evans 
stated. Mortality was 47 percent, an 
improvement of 3 percent. Mr. Evans 
went very frankly into the company’s 
financial position, stating that he wanted 
the agents to know the situation exactly. 


——_ 





0. C. NORTON 


Stockholders’ dividends were $103,000. 
Such dividends, he added, have never 
been more than the interest on the in- 
vestment. The company added $120,000 
to surplus. 


Asset Situation Analyzed 


_ Ohio National has about 33 percent of 
its assets, $18,416,286, in bonds. Rail- 
road bonds are carried at actual market 
values, even though not in default. The 
market value of defaulted bonds is $96,- 
580. If the bonds were actually sold 
Dec. 31 at market they would be worth 
$19,647,000. In 1939, new bonds pur- 
chased for investment yielded 3.36 per- 
cent and in 1940, 3 percent. The total 
bond yield is 4.03 percent. Mortgages 
totalled $20,789,923. Real estate invest- 
ment totals $3,702,176, which earned 2.48 
percent net. Only $53,000 past due in- 
terest is carried in 55 millions of assets. 
The home office is carried at $430,187, a 
conservative figure, Mr. Evans said, and 
returns about 4 percent. 

Paid business in 1940 was $22,458,836. 


The company paid beneficiaries $1,540,- 
656 and living policyholders $2,732,205. 

The company is keeping a close check 
Last year 
persistency was up 7 percent. In Ohio, 
81.3 percent of the business pays a sec- 
ond premium. Ohio production increased 
25 percent in 1940 over 1939, Mr. Evans 
A similar goal has been set 
He paid tribute to the Ohio 
fieldmen for their work in production 


for unprofitable operations. 


reported. 
for 1941. 


and improving presistency. 
Ideas of E. W. Milholland 
Some helpful 


sistant manager 


tion of the convention. 





G. C. HILL 


ance for its opportunities. Mr. Milhol- 
land has consistently been a _ leading 
producer. 

A negative attitude should be kept 
out of a salesman’s life, he asserted. 
There are ‘no bad deals” in life insur- 
ance. “Every day you give the courage 
to live,” he declared. Mr. Milholland 
said that the agent knows exactly how 
much he could increase his pay if he 
put in the effort and that so far as he 
knows, life insurance is the only place 
where the salesman continues to be 
paid for his work after he had made 
the sale. 

Mr. Milholland said the agent must 
be prepared to meet the problems of 
the draft. Any war, he said, is not 
likely to be fought by large numbers of 
men in direct combat. Men who are 
called for military service are fearful of 
death and consequently good insurance 
prospects because of a realization of the 
responsibilities to their families. The 
agent helps these men face the future, 
he stated. 


Importance of Time Control 


W. H. Otto, Sandusky, emphasized 
the need of system in an agent’s work. 
A merchant must maintain an inven- 
tory of his stock and similarly, an agent 
must maintain a prospect file. Prospects 
are obtained from centers of influence, 
referred leads, endless chain methods, 
and from relatives, friends and policy- 
holders. An agent begins to build his 
inventory with names, Mr. Otto said. 
Mr. Otto enters each name on a card 
with address, date of birth for age and 
age change date, number of children 
and ages, amount of insurance and set- 
tlement options. He makes a policy 
record card from the agency files which 
he takes along with him on _ service 
calls. 

The importance of time control was 
stressed by Don Brown, Columbus. Use 
of a time control system enables the 
agent to find out how much time he 
did not work. Last year. he said, he 
found that he worked only 72 percent 
of the time. In addition to his two 
weeks vacation, Mr. Brown said that 
he discovered he was taking nine other 
weeks vacation. 

Faydell Welch, Marion, suggested 
that 1941 is a good vear to use direct 


ideas on selling were 
brought out by E. W. Milholland, as- 
Ohio National, Colum- 
bus, in opening the salesmanship sec- 
Mr. Milholland 
went into life insurance voluntarily after 
his graduation from college in 1929. He 
said that some of his classmates were 
offered positions before their graduation 
because of the good business conditions, 
but he determined to go into life insur- 


mail because of better business condi. 
tions. He said that a knowledge of the 
optional settlement is helpful in pro. 
gramming. 

G. C. Hill, general agent, Sandusky, 
said that to be successful in life insyr. 
ance selling, an agent has to believe in 
what he says and what he is doing. He 
should be convinced that he is repre. 
senting the best company. Otherwise, 
he should get out of the business and 
do something else. 

Other speakers were C. B. Timmons, 
Middletown; Sam Baber, West Jeffer- 
son; T. W. Strange, associate general 
agent, Cincinnati, and M. A. Smith, 
Toledo. 

A surprise speaker was C. J. Zim- 
merman, general agent Connecticut 
Mutual, Chicago, past president of the 
National Association of Life Underwrit- 
ers. Mr. Zimmerman was_ introduced 
by Ray Hodges, home office agency 
manager and trustee of the National 
association. 


New Prudential Agents 
Get Home Office Scrutiny 





(CONTINUED FROM PAGE 3) 


the necessary traits to permit him to 
utilize these contacts. 

The effect of stricter standards of se- 
lection has already shown itself. Man- 
agers are themselves more selective. 
Their glasses are a little less rosy and 
there is a much greater disposition to 
base the recruiting and selection of men 
on a more complete picture rather than 
on one or two characteristics, 


Ill. Bankers Honors McKellar 
in App-a-Week Record 


The art of insurance selling never will 
come into its own until the business is 
rid of the “failures, near-failures and 
economic wrecks,” Hugh D. Hart, vice- 
president and director of agencies of 
Illinois Bankers Life, asserted at a 
luncheon in Chicago, honoring Don T. 
McKellar of Vandalia, Ill. 

Mr. McKellar is top-ranking mem- 
ber of the App-a-Week Club, having 
maintained uninterrupted weekly insur- 
ance sales for more than 13 years. Fifty 
leading producers in the Chicago area, 
Harry E. Wood, Chicago manager; 
President Hugh T. Martin, Eldridge H. 
Henning, vice-president and_ general 
counsel, and Henry G. Johnson, agency 
secretary, were in the assemblage. 








Propose Tennessee Code Study 
NASHVILLE—A bill providing for 


a study and possible revision of the 
entire Tennessee insurance code names 
Commissioner McCormack, the presid- 
ing officers of the two houses of the 
legislature and any other that Governor 
Cooper might appoint, as an insurance 
code authority to make a detailed study 
of the state insurance laws. Action on 
their recommendations would be taken 
at a future session of the legislature. 


Seek New Company Restrictions 


DENVER Commissioner Kava- 
naugh is sponsoring a bill in the Colo- 
rado legislature requiring promoters of 
new companies to deposit $100,000 
before selling stock. 


STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gives the following stock quotations of 
life companies as of Jan. 28: 














Par Div. Bid Asked 
Aetna Life .... 10 1.40* 27% 29 
Conn. Genl. ... 10 .80 24% 26% 
Contl. Assur.... 10 2.00 37 39 
Life & Cas..... 3 50 10 11 , 
Lincoln Natl. .. 10 1.40* 29% 31% 
New World Life 10 .30 3) 
N. W. Natl. Life 7.50 .30 9% 11 
Ohio Natl. Life. 10 1.25 25 37 ; 
Old Line Life.. 10 .60 10% 12% 
TTRVEISTS. cies 100 16.00 405 425 
Wis. National... 10 1.00 16 18 


*Includes extras. 
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| Home Life N. Y., Men Gather in Florida 
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Bhi ral 





| 522 hours, time efficiency 63.6 percent. 
He paid for $333,000 in his first year. 


Mr. Du Val said whether he makes 
a sale or not through ‘Planned Estates,” 
he will make a determined effort to plan 
the present life insurance, and thus help 
to make a client of a prospect. 

Mr. Marks always asks for a client 
approval letter and referred leads. Mr. 
Reeves, who formerly was in the build- 
ing supply business, said the agent’s job 


| is to give sincere service to clients from 
' the point of view of their best interests, 
rather than from that of the agent’s 





SRN AES Ds ben 


selfish interests. Many of his clients 
are not policyholders, but are more valu- 


able to him than some policyholders, for 
they are prestige builders and centers of 


' prospect. 


influence. 


Other Agents’ Testimonials 


B. W. Madeira, Pittsburgh agency, 
first year man, said the plan gives him 
courage and the power to approach any 
Brady, McNamara 


agency, New York, gave four reasons 
_ why Home Life agents should seek the 


C.L.U. designation. There is a four- 
fold obligation, he said, to the individual 
client, the public at large, the institu- 
tion of life insurance, and, lastly, to the 


agent. 

sCecil Fulton and Mr. Worthington 
took turns in presiding. President Ful- 
ton spoke briefly to the Presidents Club 
and the general agents, and also ad- 
dressed a joint luncheon meeting. He 
spoke primarily to the agents’ wives, 
paying tribute to the life salesman and 
the contributiton which they make. 


Chairman Low Reports 


Chairman Low reported on the finan- 
cial condition of Home Life, there hav- 
ing been an increase of 3.8 percent in 
paid for business in 1940. The increase 
of insurance in force, he said was the 
result of fine new paid for production 
and a good conservation job done by 
general agents, agents and cashiers. 

Vice-president Cameron reviewed the 
insurance and investment factors and 
the persistency of Home Life’s business, 
Home Life has maintained its net cost 
and its ratio of surplus to assets, he said. 

Life insurance more and more is be- 
ing sold to meet a need rather than as 
an investment. 


Superintendent Pink Speaker 


Superintendent Pink, New York, was 
a guest. In presenting him, President 
Fulton commented that the New York 
department had just recently completed 
an examination of Home Life, and no 
examination would be complete without 
giving Mr. Pink opportunity to look 
over the human assets—producers and 
general agents. Mr. Pink said that his 
examiners found Home Life strong from 
the investment side and progressive in 
life underwriting and other matters. He 
complimented the company on its will- 
ingness to face reality and get trouble 
behind it by disposing of bonds, real 
estate and securities which, in an at- 
titude of reality and not of wishful 
thinking must be disposed of eventually. 
He spoke of the decrease in lapse ratio. 


Quality Program’s Advantages 


Assistant Superintendent Kelly re- 
viewed results obtained from the qual- 
ity program started in 1935. Quality 
Prospecting increases production. Pros- 
pects from top occupations have been 
increased from 48 percent before 1936 
to 76 percent in 1940. Prospects with 
incomes of $3,000 per year or more in- 
creased from 33 percent before 1936 to 
55 percent of all prospects in 1940. Sales 
of more than $5,000 increased from 40 
ch ga before 1936 to 57 percent in 

Quality selling reduces expenses. Mr. 
elly said quarterly premiums were re- 
duced from 37.8 per cent to 28 percent, 
$1,000 sales from 34.4 percent to 21 
percent in 1940, and the average-size 
Policy from $4,636 to $6,170. Persist- 





ency also is improved. New business 
lapse ratio before 1936 was 23 percent; 
in 1940 it was 13.2 percent. 

Mr. Evans presented a new planning 
folder in which to keep a complete rec- 
ord of each client’s situation and all the 
material pertaining to his case. It is 
an important part of the client building 
program. 

Dr. Woodford presented a heart film 
relating to underwriting and selection 
of risk. Mr. Helser reported on results 
of a survey of 100 business and profes- 
sional men to secure their reaction to 
life insurance salesmen. Principal fac- 
tors which irritate the average prospect, 
he said, are persistency and subterfuge. 
The prospect looks for competency, and 
a desire to serve. Personality also is 
important. 


General Agent Ellis Talks 


R. C. Ellis, New York City, was the 
only general agent to address the con- 
vention, speaking on “Our Competitive 
Position.” 

It was announced the dividend scale 
will be continued the same as in 1940. 
Interest on dividends on deposit and 
policy proceeds left with the company 
will continue at 4.5 percent. 

Assistant Superintendent Kelly sin- 
gled out members of the President’s 
Club for special recognition for quality 
business. Among these were: 

I. Benjamin, Paterson, N. J., 98 per- 
cent of new business in 1940 in the A 
or B groups; Henry O’Reilly, Phila- 
delphia, 96 percent on business men in 
quality occupations; B. S. Cogan, New 
York-Finley agency, 93 percent on men 
in the top income brackets; P. S. Gess- 
wein, New York-Ellis agency, 93 per- 
cent in amounts of $5,000 or more; D. 
M. Cox, Chicago-Klein agency, 84 per- 
cent arranged under settlement options; 
Henry O'Reilly, 98 percent with pre- 
miums payable annually or semi-annu- 
ally; E. Jacobson, New York-Joseph 
agency, 67 percent submitted with cash 
attached. 


Five Perfect Lapse Records 


M. W. Title, Hartford; J. S. Dudley, 
Huntington, W. Va.; P. S. Gesswein, 
New York-Ellis agency; E. T. Holland, 
New York-Eimons agency, and B. Gor- 
don, Boston-Preble agency, had a large 
volume of business exposed and not a 
case lapsed in the 18 month period dur- 
ing which they qualified for the Presi- 
dent’s Club. The lapse rate for the en- 
tire club was only about 7 percent. 





Large Attendance Reached 
at Georgia Sales Congress 


(CONTINUED FROM PAGE 2) 


is spent in determining the moral stand- 
ards for applicants for life insurance. 
Luncheon speaker was A. R. Jaqua, 
associate editor of the “Diamond Life 
Bulletins,’ whose subject was “The 
Empty Desk.” 

The Atlanta Managers’ Club enter- 
tained all members of the new Georgia 
Leaders’ Round Table at dinner. Speaker 
was popular Robert Strickland, presi- 
dent of Trust Company of Georgia, who 
said that insurance in force in the 
United States approximated $4,000 per 
family and that last year the companies 
paid $2,700,000,000 to beneficiaries and 
added $1,300,000,000 to reserves. 

“Your responsibility is to show pol- 
icyholders that a discount of 40 percent 
in the earning power of money—that is, 
a decrease in interest earnings of from 
5 percent to 3 percent—is a discount in 
the value of savings. Taxes constitute 
a competitor of insurance and policy- 
holders should be interested in seeing 
that taxes are spent wisely, not wasted.” 








Fields Is $1,000,000 Man 


Life insurance totalling more than 
$1,000,000 was sold in 1940 by Denver 


C. Fields of Champaign, Ill., representa- 
tive of Illinois Bankers Life. He is thus 
the top producer in that company and 
is in the forefront among salesmen in 
the country. He has completed more 
than three years of uninterrupted weekly 
production. 





Farm Cooperative Plan Proposed 


LINCOLN, NEB.—Senator C. P. 
Peterson, general counsel Bankers Life 
of Nebraska, introduced a bill backed 
by insurance companies and others who 
hold large acreages of Nebraska land 
acquired by foreclosure. It sets up a 
cooperative farm ownership plan. Con- 
tracts would be made with at least three 
farmers in a given locality for the sale 
ot land on contracts maturing in 40 
years, the purchaser paying 3 percent 
for the first 15 years and 4 percent for 
the next 25 years. The company would 
hold title for three years, the reserves 
thus accumulated being held as security 
for future payments. Amortization pay- 
ments of $47.82 per $1,000 must be paid 
annually, making an average annual 
interest of 4.78 percent, the payment of 
which retires the principal in 40 years. 


Managing Editor Cartwright 
is Still Confined to His 
Home in Evanston, Ill. 


Managing Editor C. M. Cartwright 
of THE NATIONAL UNDERWRITER who suf- 
fered a severe abdominal attack in New 
York City early in December and was 
confined to his bed there for a month 
is still recuperating at his home, 2215 
Lincoln St., Evanston, Ill. He is up 
and around every day but is not yet 
allowed to go beyond the confines of 
the house. He has returned to his home 
from St. Francis Hospital in Evanston 
where a number of tests were made. 
It can be said that he is making sub- 
stantial progress in strengthening his 
heart resistance. 





Michener Named Actuary 


Columbus Mutual Life has named 
Samuel Michener actuary and Harold 
Higdon assistant secretary. 





M. E. Lewis, superintendent of agen- 
cies Bankers Life of Iowa, while on a 
tour of Pacific Coast agencies, con- 
ferred with M. A. Link, Seattle man- 
ager, on production plans for 1941. 
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EDITORIAL COMMENT 


curve had quite a strong upward slant. 


Possibly there is a growth factor but i 





Soldiers & Sailors Relief Act 


WHIizE the enterprise of Ben A. Brower 
of Shenandoah, Ia., in selling nearly 
$1,500,000 of life insurance within five 
days to national guardsmen, prior to 
their entry into active service, is a 
remarkable insurance episode, a word of 
caution, it seems to us, is in order. We 
have no first hand report as to’ Mr. 
Brower’s technique and of what empha- 
sis he placed on the provisions of the 
soldiers and sailors relief act, but we 
have no reason at all-to believe. that he 
was doing anything except seizing an 
excellent opportunity, working at fever- 
ish pace over a brief period and point- 
ing out the provisions of the soldiers 
and sailors relief act as an incidental 
inducement. The fact that his accom- 
plishment was so extensively publicized, 
however, is likely to cause some agents 
to make a drive on a basis that will 
produce business of a very unstable 
quality and if the practice is engaged in 
widely it is likely to prove discreditable 
to the business as a whole. 


A sharp salesman, for instance, might 
say to a prospect who is likely to be 
called for service very shortly that he 
should buy a policy, pay one month’s 
premium and then when he gets into 
service should apply to the government 
to’ pay the premium while he is in 
service. 

Then he might say to the prospect 
that at the end of his service he could 
drop the insurance if he so desired and 
he would have had the protection at the 
cost of perhaps only one month’s pre- 
mium. 

There are many sound sound reasons 
why a man who is likely to be called 
for military service should buy private 
insurance ,and solicitation of these pros- 
pects on the proper basis is commend- 
able, but the business cannot afford to 
countenance a drive for business based 
on a deliberate exploitation of a law 
that was intended to relieve genuine dis- 
tress. To do so would cost it much of 
the public goodwill it has earned. 


If Federal Regulation Should Come 


SINCE there is a possibility that life 
insurance may some day find itself be- 
ing regulated by an agency of the fed- 
eral government the report of the 
Acheson committee investigating gov- 
ernmental agencies should prove inter- 
esting to life insurance men. The 
committee’s recommendations not only 
indicate some of the flaws that need 
correcting but make some suggestions 
for reform which might make the com- 
panies’ lot easier if federal regulation is 
eventually to be their fate. 

Among the reforms suggested are the 
creation of an office of federal adminis- 
trative procedure which would continu-- 
ously review the operations of other 
administrative agencies; further separa- 


tion of the. agencies’ judicial and’ prose- *' 


The “Growth Factor” 


ANOTHER year’s figures on life insurance 
production, which according to figures 
just released by the Life Presidents As- 
sociation was. 0.2 percent ahead of 1939, 
calls attention to the production plateau 
which life insurance seems to have 
reached. It /récalls the remark which 
President M. J, ;€leary made at the 
Northwestern -Mutual Life Conference 
early this month—that 1940 was a nor- 
mal year and that production levels of 
the late 1920s rather than those ‘of today 


cutive functions; provision that rules 
and regulations would not take effect 
for 45 days after announcement, to give 
time for interested persons to offer 
comment or _ objection; permitting 
agencies to issue advance rulings to 
obviate uncertainties. 

The Acheson committee’s report in- 


‘dicates that creation of a federal regu- 


latory agency is far from solving a 
problem, since there is still the prob- 
lem of regulating the regulator; and 
that since, despite their cumbersome- 
ness and numerous drawbacks, these 
governmental agencies seem to be here 
to stay, there are possible methods of 
keeping the growing number of federal 
agencies from becoming a virtually un- 
controlled bureaucracy. 


in Production 


should be regarded as abnormal. He 
was talking about his own company but 
his statements apply equally to the en- 
tire life insurance business. 

Not only were big production figures 
considered normal a decade ago but it 
was considered that there was a “growth 
factor”. about life insurance sales. In 
other words, if life insurance production 
merely held even from one year to the 
next it was thought to be really slipping 
back, since its “normal” production 


1920s seemed to indicate. 


It would be welcome indeed to have a 
return of production levels that pre- 
vailed in the ’twenties but it is encour- 
aging to know that the life insurance 
‘business can adapt itself to a more mod- 
Last year may not have 
seemed unduly prosperous to many but 
certainly there must have been few who 
percent 
Yet 
that is the percentage by which 1940 


est volume. 


considered themselves 42% 
worse off than they were in 1929. 


production fell short of 1929. 


One reason the agents didn’t feel this 
difference more sharply is that there are 
fewer agents than in 1929, the result of 
better selection and the dropping of 
many unfit and marginal agents after 


is evidently not so large a one as the 


it became perfectly clear that it Way 
t false economy to retain them. The Dro. 
posals for changes in the compensatig, 
basis are another indication of the 
cessity for dealing realistically with , 
system which was geared to rapidly jp. 
creasing population and a level of pro; 
perity which was rising even more rap. 
idly and spreading over an ever widening 
segment of the population. 

If the life insurance business has been 
able to adjust itself to the moderate ay 
virtually stationary production levels ¢ 
the last few years it should, by ad. 
tional study and action, be able to aday 
itself to whatever is to come, becoming 
bigger and better than ever if not in yo). 
ume of new business, then by whateye 
standards the future indicates to be moy 
valid. Other phases of life insurance 
need improvement more than volume, 








PERSONAL SIDE 


OF THE BUSINESS 





Lt. Col. H. J. Weltmer, Hiawatha, 
Kan., agent, has been called for a year’s 
service with the 35th division at Camp 
Joseph G. Robinson, near Little Rock. 
He also has been district manager of 
the Mutual Life of New York. His 
son, Henry, Jr., chairman of the insur- 
ance school committee of the Kansas 
Association of Insurance Agents, is in 
charge of the agency. 


M. B. Williams, supervisor of per- 
sonnel and efficiency in the Richmond 
branch office of the Travelers, has re- 
ceived the distinguished service award 
of the Richmond Junior Board of 
Trade in recognition of outstanding 
civic service in 1940. 

Superintendent Lloyd has been ap- 
pointed by Governor Bricker as a mem- 
ber of the Ohio interstate commission, 
which meets with commissions from 
other states in an effort to settle inter- 
state problems. 


G. W. Baker, treasurer of Travelers, 
has been elected a trustee of the Hart- 
ford-Connecticut Trust Company. 

Morris Brownlee, general agent for 
State Mutual Life at Houston, has been 
elected president of the Houston Cham- 
ber of Commerce for 1941. He was 
voted last year as Houston’s outstand- 
ing young man and was selected by the 
Texas Junior Chamber of Commerce as 
the best local committee chairman in 
the state organization. 


Fred M. Sanders, secretary of the 
Bankers Life of Nebraska, a leader in 
the Boy Scout movement in that state, 
has received the Silver Beaver award, 
the highest honor in the Boy Scout 
program. 


O. H. Ellis of Stephenville, Tex., has 
a record of 12 consecutive years in the 
App-a-Week Club of the State Life of 
Indiana. He has averaged two “apps” 
a week for 640 weeks, is one of the 
company’s ten leading producers and 
has qualified for the 20th’ consecutive 
years among the leaders. 

Clayton Mammel, in his 13th year as 
manager of the home office general 
agency of the Farmers & Bankers Life 
in Wichita, won dual honors in 1940. 





His agency again led all agencies of the 
company in production, as it has for 
‘several years, and Mr. Mammel also 
was the leader in personal production, 
in addition to directing the agency. He 
has been the company’s “ace” producer 
several times. 


Dedication of 19 rooms of the New 
England Baptist. Hospital in Boston to 
Albert H. Curtis, general agent New 
England Mutual Life, in recognition of 
his “long and competent service to the 
hospital in various important capacities, 
including that of president” was an- 
nounced by the hospital trustees. Mr. 
Curtis, now president emeritus of the 
hospital, has served as trustee for i0 
years. He recently marked his 50th 


year in the insurance business and com-: 


pleted his 40th year as general agent of 
the New England Mutual Life Jan, 11. 

Sam and Willard Bowman, father and 
son in the Philadelphia agency of Penn 
Mutual Life, are well known in the fish- 
ing haunts along the New Jersey coast. 
Willard Bowman has held the eastern 
senior and national junior surf casting 
records, and is vice-president of the 
Dover Fishing Club of Philadelphia and 
has just been elected president of the 
Middle Atlantic Association of Casting 
Clubs. 

. J. Cleary, president of Northwest- 
ern Mutual Life, an alumnus and a re- 
gent of the University of Wisconsin, 
will speak over a nationwide radio hook- 
up from 9 to 9:30 p. m., Feb. 14, in com- 
memoration of the university’s 92nd at- 
niversary. 

F. V. Keesling, president West Coast 
Life, has been reelected yor of the 
San Francisco Y. M. He was first 
elected to the office in af H. K. Cas- 
sidy, general agent Pacific ee Life, 
was reelected vice-president. 

S. Strother Smith, Jr., field assistant 
in the life department of the Richmond, 
Va., branch of Travelers has a called 
for ‘military service as of Feb. 

Both Murray D. Voniilanmeee. new 
Michigan governor, and his father were 
formerly agents of the Columbus Mu- 
tual Life in their native city of Char- 
lotte. In 1921 “‘Uncle Jim” VanWag- 
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oner, the governor’s father, and his son 
Murray joined that company’s field 
force. “Uncle Jim” represented the 
company until his death in 1927 and 
Murray gave up insurance when he en- 
tered politics. 

G. F. Fellay, for 10 years treasurer 
of the Great American Life of San An- 
tonio, prior to its merger with the 
Franklin Life, will be president of the 
Security State Bank & Trust Company, 
Harlingen, Tex., newly organized. 

John M. Sarver, one of the founders 
and now chairman of the board Ohio 
State Life, has made a bequest of $175,- 
000 to Wittenberg College, Springfield, 
O. The sum of $100,000 has been turned 
over to the college already in the form 
of securities and the remainder will be 
paid upon his death. 

Two Lansing, Mich. insurance men, 
Vv. C. Leyrer, agent Connecticut Gen- 
eral Life, and Evans Boucher, C. B. 
Smith agency, have been named to key 
positions in the newly created Lansing 
city planning commission. Mr. Leyrer 
becomes chairman and Mr. Boucher sec- 
retary. 

J. A. Sullivan, vice-president and 
agency director Great Northern Life, is 
now recovering from a serious siege of 
pneumonia. He is not expected back to 
the office for some time. 


DEATHS 


Frank F. Gibney, 54, personnel direc- 
tor of Prudential, died at his home in 
Madison, N. J., following an illness of 
about one year. He started as a clerk 
in 1902, became assistant manager in 
1918, a member of the supervisors’ de- 
partment in 1929, secretary to the presi- 
dent in 1931 and personnel director in 
1935. He was a former mayor of 
Madison. 


Edwin Starkey, Sr., 64, former Colo- 
rado commissioner and for many years 
vice-president and agency manager of 
the Mid-Continent Life of Oklahoma 
City was found dead in his auto- 
mobile with a gunshot wound in his 
chest. He had been in ill health and 
had not been active in business for 
several years. He served as Colorado 
commissioner, 1911-14, resigning to 
become vice-president and general man- 
ager of the Bankers International Life. 
He went to Oklahoma City in 1918 to 
join the Mid-Continent Life. 

Ernest W. Trainum, 51, for the past 
five years manager of Life Insurance of 
Virginia’s Danville, Va., district, was fa- 
tally injured when his automobile, in 
which he was en route to Danville, skid- 
ded from the highway and struck a con- 
crete pipe. A native of Richmond, Mr. 
[rainum would have completed 20 
years with Life of Virginia Feb. 18. 

Mrs. C. H. Winterble, 74, of Primghar, 
Ia., mother of W. F. Winterble, agency 
director Bankers Life of Des Moines, 
died at her home following a long ill- 
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ness. Her husband has_ represented 
Bankers Life in northwest Iowa for 37 
years. The town of Primghar was es- 
tablished by eight families and each let- 
ter in the town’s name represented a 
family. Mrs. Winterble formerly was 
Esther Albright and the “A” in Prim- 
ghar_represented the Albright family. 


Martin S. Loventhal Sr., 68 years of 
age, who since 1925 has been a member 
of the general in- 
surance agency cf 
Loventhal Bros., 
Nashville, Tenn., 
died. A_ brother, 
Lee J. Loventhal, 
member of the 
same firm, died in 
Decembelr. He 
was an active mem- 
ber of the Nash- 
ville Association of 
Life Underwriters. 

Martin Loven- 
thal was. one of 
three sons of L. J. 
Loventhal, founder : 
of the agency, the others being Lee J. 
and C. B. H. The family has had a dis- 
tinguished insurance sales record. Be- 
sides doing a large general insurance 
business, this agency has represented 
Northwestern Mutual Life since 1899 as 
general agent. 

R. A. Ryan, vice-president Western 
& Southern Life, Cincinnati, is bereaved 
by the death of his wife, Mrs Anna 
Walsh Ryan, who had been ill for about 
two weeks. Mrs. Ryan was educated at 
Notre Dame Academy. She was a de- 
vout Catholic and very active in charit- 
able work. Mrs. Ryan was a _sister-in- 
law of Mrs. Charles F. Williams, 
wife of the president of the Western & 
Southern. 

T. J. Clancy, Sr., 73, of Louisville, 
for 33 years general agent Home Life 
in Kentucky and southern Indiana, died 
at Deaconess hospital. He was a native 
of Atlanta, but went to Louisville in 
1903. 

Dr. J. G. Graves, Jr., 65, surgical di- 
rector of the claims department of 
Travelers, died at the Hartford Hospi- 
tal, Sunday, following an illness of three 
months. He had been connected with 
Travelers for a number of years, follow- 
ing extended private practice on the 
Pacific Coast. 

Mitchell D. Follansbee, 71, prominent 
Chicago attorney, and a director of 
Metropolitan Life since 1915, died at 
his home of a heart attack. 

Mr. Follansbee was a witness before 
the Temporary National Economic Com- 
mittee Feb. 15, 1939. He was questioned 
regarding the fact that his law firm rep- 
resented Metropolitan Life at the same 
time that he was a director. It was 
brought out, incidentally, at that time, 
that he had one of the best attendance 
records of any one on the board of 
Metropolitan Life. “I know all of the 
people who are officers of the Metro- 
politan Life and I have a sentimental 
interest in it,” he testified. “I have 
attended all of the meetings that I 
could attend.” He testified that he prac- 
ticed law as attorney for Metropolitan 
until 1909 and he did not go on the 
board until 1915. 

A letter from Mr. Follansbee to Pres- 
ident L. A. Lincoln of Metropolitan 
dated May 7, 1932, was introduced into 
the record. The final paragraph read: 

“My memory goes back long before 
1887, when Mr. Hegeman was a young 
man and used to use evangelism on the 
agents in the auditorium of the Temple 
Luilding, which was torn down to erect 
the building where we now have our 
offices. -In those days the industrial 
agents made $8 to $10 a week and were 
mostly Englishmen who had left the 
Prudential of London, and other insur- 
ance companies, with some deficits, and 
soon as they were at home in this coun- 
try proved defaulters in many cases. 
Those were the early days.” 


oe 





M. S. Loventhal 





_J. B. Syers, 61, San Marcos, Tex., spe- 
cial representative of the Jefferson 
Standard Life for a number of years, 
died from a heart attack. 
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A TRIBUTE 
TO 


INDIANAPOLIS LIFE 
REPRESENTATIVES 


While the Indianapolis Life Insurance Company, a Legal 
Reserve, Mutual Company, has always enjoyed a low lapse 
ratio— 


1940 SET A NEW RECORD in this respect in 
addition to being a splendid year from other view- 
points. : 

A LOW LAPSE RATIO INDICATED, among other 
things, PROPER SELLING BY COMPANY REPRE- 
SENTATIVES—especially with a Company the size 
of the Indianapolis Life (organized in 1905). : 


WE PAY TRIBUTE to the Company's splendid agency 


staff. Quality. business means greater profit for the man. in 
the field, as well as for policyholders as a whole. | 


INDIANAPOLIS LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIANA vals 


Over $114,000,000 of Insurance in Force 


EDWARD B. RAUB A. H. KAHLER 
President Second Vice-President 
Supt. of Agencies 


AGENCY OPPORTUNITIES IN INDIANA, ILLINOIS, 
MICHIGAN, MINNESOTA, OHIO, IOWA, TEXAS. 
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Curtis New Farmers 
Union Life Head in 
Proxy Fight 


DES MOINES—A proxy fight re- 
sulted in selection of Ned Curtis of 
Davenport, Ia., as president of Farm- 
ers Union Life of Des Moines, suc- 
ceeding Tom White who had headed 
the firm since the death of the late Milo 
Reno in 1936. 

L. M. Peet of Des Moines was ele- 
vated from second vice president to first 
vice-president and E. E. Kinsinger was 
reelected secretary. 

New board members are: Curtis, G. 
B. Patterson, Hastings, Neb.; Donald 
Van Vleet, Greenfield, Ia.; and La Mar 
Foster, West Branch, La. Reelected as 
directors are: Peet, E. F. Buckley, Des 


Moines; John Chalmers, Ogden; C. N. 
race, Indianola, and Mark Riddle, 
eon. 


Old board members that went out of 
office were White, Rex Lear, who was 
also first vice-president; George De Bar 
and Harry Parmenter. 

The shake-up in the personnel of the 
board resulted from a heated proxy 
fight that developed during the past few 
weeks. H. O. Hutson of Lincoln, Neb., 
an insurance broker, was reported as 
having collected proxies in Nebraska 
without the knowledge of the officials. 


B. M. A. Doubles Capital; 
Figure Now $1,000,000 


On recommendation of W. T. Grant, 
president, Business Men’s Assurance 
stockholders have authorized directors 
to increase the capital stock from $500,- 
000 to $1,000,000 by the transfer of funds 
from surplus, This is the first change 
in capital stock since 1929, since when 
assets have grown from $6,500,000 to 
more than $22,000,000. 








National Life, Vt., Appoints 
W. G. Nelson to Legal Staff 


W. G. Nelson, Jr., attorney, has 
joined the legal staff of National Life of 
Vermont. He is a native of New York 
City and a graduate of Harvard Law 
School. Since 1934 he has been with the 
firm of Larkin, Rathbone & Perry of 
New York. His duties with National 
Life will be particularly in connection 
with tax matters, work which was for- 
merly under the jurisdiction of the late 
J. M. Avery. 





Deficit Is $4,457,568 


The Missouri department has filed a 
report on Central States Life of St. 
Louis placing admitted assets at $12,- 
456,399 and liabilities at $4,457,568 in 
excess of assets. The excess of book 
over market value for real estate is 
$3,795,757, excess of book over market 
value of bonds $63,595, and excess of 
stock ‘book value-over market at $1,363,- 
527. 

The federal district court in Tulsa 
has declined to appoint an ancillary 
receiver, upholding the position of the 
Missouri department. 


Sapp Heads Rural Bankers 


Arthur H. Sapp, Huntington, Ind.. 
attorney, who has been secretary of 
Rural Bankers Life of South Bend, 
Ind., has been named president, suc- 
ceeding John V. Sees, also a Hunting- 
ton attorney, who is now in Kansas 
reorganizing a life insurance company. 


Calif.-Western States Dividend 


California-Western States Life has de- 
clared a dividend of 50 cents per share. 
payable March 15 to stockholders of 
record of Feb. 28, the amount to be paid 








totaling $87,500. The company’s increase 
in insurance in force was $5,668,000, 





assets $55,995,000, an all-time high, and 
increase in surplus $450,000. 
Mutualization Plan Advanced 

ST. LOUIS—Stockholders of the 


General American Life at their annual 
meeting directed that 2200 shares of 
stock be retired from earnings at a cost 
of $132,000 in connection with the mu- 
tualization program instituted several 
years ago. This brings the total amount 
retired in the past 414 years to 25,523 
shares, representing 51 percent of the 
50,000 shares outstanding in 1936. 





North American Resumes Dividends 


North American Life of Chicago has 
paid a dividend to stockholders of 10 
cents or 5 percent on the $2 par value 
shares. This is the first dividend that 
has been paid since 1932. 


Ohio State Pays Extra Dividend 


Ohio State Life has declared its reg- 
ular dividend of 13 cents and an extra 
of eight cents. 


Lincoln National Declares Extra 


The Lincoln National Life has de- 
clared a regular dividend of $1.20 pay- 
able quarterly and an extra dividend of 
20 cents, payable Feb. 1. 


Ask Two Texas Receiverships 


Attorney general Mann of Texas 
has asked for cancellation of charters 
and appointment of a receiver for the 
Provident American of Fort Worth and 
Trans-American Mutual Life of Dallas. 
Insolvency was alleged in both cases. 











The Reliable Life has reinsured about 
$55,000 of industrial business of the 
Guardian Life of Texas. 

The Kentucky Life & Accident has 
increased its dividend to stockholders 
from $1 to $1.50 a share. 


CHICAGO 


SPEAKS TO FINANCE FORUM 

Discussing present life insurance 
trends of interest to people in the finan- 
cial community, Howard Berolzheimer, 
professor of finance and _ insurance 
Northwestern University, spoke at the 
annual insurance meeting of the 
Women’s Finance Forum of Chicago. 
He listed diminishing interest rates 
as one of the important trends today. 
Another is the active participation of 
some of the larger life companies in the 
field of term insurance. He attributed 
the latter trend as being indirectly 
caused by lower interest rates. 

When asked if he thought the TNEC 
investigation would bring about govern- 
ment regulation of life insurance, he 
answered that it was anybody’s guess, 
but that the Supreme Court with its 
present setup could easily reverse the 
opinion handed down on the Paul vs. 
Virginia case and thus pave the way for 
government supervision. He outlined 
the arguments for and against central- 
ized regulation by the government. 

William Houze, general agent of John 
Hancock Mutual Life, president of the 
Chicago Life Underwriters Association, 
was the guest of honor. Mrs. Lorraine 
Blair, Zimmmerman agency Connecticut 
Mutual Life, Chicago, introduced the 
speaker. 














HOY AGENCY LEADS SUN LIFE 

The Hoy agency of Sun Life of Can- 
ada in Chicago led all offices of the 
company in the first month this year 
in number of agents qualifying for the 
honor roll, on the basis of new paid-for 
business. The agency’s volume is the 
greatest in its history, with 108 applica- 
tions for more than $1,000,000 of insur- 


agent in January was R. P. Gordon, 
who entered the life insurance business 
two years ago. 

A. Weaver, manager group de- 
partment, is attending a special confer- 
ence in Detroit on salary savings life 
insurance. 





DIRECTOR JONES IN CHICAGO 


Insurance Director Jones has visited 
the Chicago office of the Illinois insur- 
ance department to get the lay of the 
land. He will have no definite schedule 
on his Chicago visits but he expects to 
keep in close contact with the branch. 





WINS BUILDERS PLAQUE 


The R. J. Wiese agency, Chicago, for 
the Northwestern National Life, has 
earned the distinction of being only the 
second agency in history to receive the 
company’s agency builders plaque in 
three successive quarters. 





‘SHEEHY CELEBRATES 30TH YEAR 


William T. Sheehy, manager of the 
Gresham district of Metropolitan Life, 
Chicago, will be honored at a dinner 
Feb. 5 on completing 30 years of serv- 
ice with the company. Austin T. Schuss- 
ler, superintendent of agencies, will act 
as toastmaster and present Mr. Sheehy 
with a diamond medal commemorating 
his service. 

Mr. Sheehy joined Metropolitan in 
1910 as an agent at East St. Louis, IIl. 
After serving as assistant manager he 
was transferred to Quincy, IIl., as man- 
ager in 1921. He returned to East St. 
Louis in the same capacity in 1928. Four 
years ago he went to Chicago to take 
charge of the Gresham district. He is 
president of the Chicago chapter of the 


Year with Metropolitan 








Adolph C. Van Cura, manager of the 
Dearborn district of Metropolitan Life, 
Chicago, will be 
tendered a_  din- 
ner on his 25th 
anniversary Feb. 
5, at the Black- 
stone hotel. 
About 150 will 
attend. A. F. 
Schussler, super- 
intendent of 
agencies from the 
home office, will 
act as toastmas- 
ter. S. D. Risley, 
assistant superin- 
tendent of agen- 
cies, will also be 
in attendance. Mr. Van Cura went from 
show business to Metropolitan Life in 
1915 and has always been located in 
Chicago. He has been a manager for 
17 years. He will also be awarded the 
1940 Veteran’s Trophy for the Great 
Lakes territory. 





A. C. Van Cura 








Veterans’ Association, an organization 
of Metropolitan Life employes who haye 
served the company for 20 years or 
more. 








Senator Hammond, chairman of the 
Michigan senate’s insurance committee, 
has introduced a bill requiring compa- 
nies writing life and industrial accident 
and health in combination to have a 
minimum capitalization of $225,000. 









AS FAITHFUL AS “OLD FAITHFUL" 


Making History! 


Total insurance in force increases 3.89% to a 
new all-time high of $181,326,093. New paid 
business exceeds preceding year by 14.9%. 


Yield on total assets again hits high figure of 


4.0% on a conservative, diversified portfolio of 


investments. Mortality rate again holds to a 


low mark, 38% of expected. 


Total assets increase 6.6% to $49,533,619. 


Surplus increases 7.7% ... which means divi- 


dends have been maintained without dipping 


into surplus funds. 


Dividend scale for 1941 will not be changed. 


These cold, unadorned facts tell eloquently 
that a new leader is forging ahead in the life 


insurance field. 


MUTUAL TRUST 


LIFE INSURANCE - Caran * 


135 S. LaSalle St. 
CHICAGO 

















Janua 


misce 
electe 
and t 
istrat 
Yale 
Crow 


Mr 
Mass 
and 
servi 
in tl 
cost 
he w 
erato 
the | 
of sa 

M 
don, 
and 
tion 
Foll 
adju 
heal 
ager 
pron 
cele 











January 31, 1941 


LIFE INSURANCE EDITION 19 

















AMONG COMPANY MEN 





Monarch Advances 
Three Executives 


The Monarch Life has advanced 
F. S. Vanderbrouk to executive vice- 
president, A. W. Crowell to assistant 
director of agencies and C. B. Gordon 
to agency secretary. Mr. Vanderbrouk 
went to the Monarch from the Pruden- 
tial in 1938, where he had been han- 
dling legal claims, underwriting and is- 
sue problems. Prior to that he had 
been with the Aetna Life affiliated com- 
panies in claim work in Hartford and 
New York where he was supervisor of 
miscellaneous casualty lines. He was 
elected a Monarch director last year 
and has been engaged in general admin- 
istrative duties. He graduated from the 
Yale University law school in 1931. 


Crowell with Company Since 1931 


Mr. Crowell graduated from the 
Massachusetts Institute of Technology 
and joined the Monarch in 1931 after 
serving with the Sales Research Bureau 
in the sales training, promotion and 
cost analysis activities. For nine years 
he was editor of the Monarch “Accel- 
erator.” He has had direct charge of 
the selection of agents and is director 
of sales training schools. 

Mr. Gordon is the son of G. W. Gor- 
don, vice-president and general counsel, 
and joined the Monarch after gradua- 
tion from Brown University in 1934. 
Following six years of experience in 
adjusting and examining accident and 
health disability claims he joined the 
agency staff last year, handling sales 
promotion work and editing the “Ac- 
celerator.” 





Sun Life, Can., Promotes 
Bennett, Howland, Kennedy 


J. W. Bennett has been named assist- 
ant superintendent of eastern United 
States agencies for Sun Life of Canada. 
He was formerly district manager at 
Sacramento, Cal. K. Z. Howland and 
J. E. K. Kennedy have been appointed 
to the newly created position of re- 
gional supervisor, Mr. Howland with 
the eastern U. S. division operating 
from Boston and Mr. Kennedy with the 





Three Officials Advanced 
by General American 











H. F. CHADEAYNE 


cdi. F. Chadeayne, secretary of the 
reneral American Life, and R. E. Bow- 
den, superintendent of group sales, have 
been advanced to second vice-presi- 
dents. H. F. Rowlett, assistant secre- 
tary, is made secretary. 





central U. S. division with headquarters 
in Atlanta. 

Mr. Bennett has been associated with 
Sun Life since 1931 when he started as 
a group representative in Detroit. Two 
years ago he was appointed agency as- 
sistant with the San Francisco branch, 
and in May, 1940, he was sent to Sac- 
ramento. 

Mr. Howland joined Sun Life in 1930 
in the Portland, Me., branch, becoming 
district manager in Boston in 1935 and 
subsequently assistant to the manager 
in Providence. He has served more re- 
cently as unit supervisor in Boston. 

Mr. Kennedy has been with Sun Life 
for 14 years. He served on the head of- 
fice staff until 1931 when he was named 
secretary of agencies for the eastern U. 
S. division. In 1937 he entered the field 
in the Chicago branch, shortly after- 
wards assisting the branch manager in 
the supervision of new agents. In 1939 
he was advanced to agency assistant at 
Peoria. 





Named New Vice-President 
of Business Men’‘s Assurance 


L. L. Graham, director of field serv- 
ice and a director of Business Men’s 





L. L. GRAHAM 


Assurance, was elected a vice-president 
at the annual meeting. For many years 
Mr. Graham has been secretary of the 
International Claim Association. 





Mass. Mutual Promotes 
Brown, Berry and Hadlock 


Dr. Howard Brown, assistant medical 
director of Massachusetts Mutual Life, 
was appointed associate medical direc- 
tor at the annual meeting of the board 
of directors. Robert K. Berry, law de- 
partment, was ap- 
pointed attorney 
for the company, 
and Wilfred G. 
Hadlock, cashier’s 
department, was 
appointed assistant 
cashier. 

Dr. Brown, who 

was appointed as- 
sistant medical di- 
rector in 1931, re- 
ceived his medical 
degree in 1925. He 
had a private prac- 
tice before joining pr. H. B. Brown 
the company staff. 
He served overseas with the Rainbow 
Division during the war and from 1926 
to 1937 was a medical officer in the 
Massachusetts National Guard, where 
he held the rank of captain. 

Mr. Berry entered the employment of 
the company in the mailing department 































































Quality Selection 
Quality Training 
Quality Merchandising 


Quality Business 
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and PROGRESSIVE 


JEFFERSON STANDARD LIFE INSURANCE Co. 


JULIAN PRICE, President GREENSBORO, N. C 


FOR MEN OF 
GENERAL AGENCY 
CALIBER 





We have territory open in Vermont, 
southern New Jersey, and Delaware. 





Our combined Life and Non-Can- 
cellable Accident contracts are valu- 
able sales aids. 











Write 
WILLIAM D. HALLER 
Vice-President and Agency Manager 
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in 1925. He left his work in the legal 
department to which he had been trans- 
ferred to study law at Boston University 
from which he was graduated in 1935. 

Mr. Hadlock began with the company 
in 1924 in the mailing department and 
shortly was transferred to the auditing 
department. In 1926 he became a mem- 
ber of the cashier’s department. 


Dr. Avrack Heads A. & H. 
Work of U. S. Life 


‘Dr. J. Albert Avrack, medical director 
of Utlited ‘States Life, has been ap- 
pointed vice-president in charge of ac- 
cident and health. He will also continue 
as medical director. The management 
considers the combination of these posi- 
tions a logical move. 

Dr. Avrack has been closely associated 
with life as well as accident, health and 
hospitalization insurance for 15 years. 


Company Introduces Basic Policies 


United States Life, after one year of 
study of various accident and health 
forms, now has basic policies covering 
medical reimbursement, hospital ex- 
pense, surgical benefit rider, weekly in- 
demnity, health and auto-pedestrian. 
Other forms will be added. 

‘A. J. Mountrey, who has been man- 
ager of the A. & H. department for the 
last year, has resigned. Mr. Mountrey 
expects to announce a new connection 
shortly. 


Harry Irons with Mutual Trust 


Harry Irons, who has been editorial 
assistant for the Flitcraft insurance 
publications of Oak Park, IIl., for the 
past 434 years, has joined ‘Mutual Trust 
Life where he is engaged in work in 
connection with the house organ, pub- 
licity, correspondence and other home 
office agency duties. He is assistant to 
Allen Newhart. Mr. Irons and Mr. 
Newhart were associated in former 
years in the secretarial department of 
the old National Life, U. S. A 


Leftwich with Shenandoah Life 


Richard S. Leftwich has been ap- 
pointed assistant general counsel for 
Shenandoah Life, assisting Paul C. Bu- 
ford, president, who is general counsel. 
Mr. Leftwich received his law degree at 
the University of Virginia and began 
to practice in Roanoke after graduation. 














F. E. Jones, president of Buckeye 
Union Casualty of Columbus, has been 
elected a director of Ohio State Life. 

Mrs. Myrtle M. Walker has been 
elected a director of the National Pro- 
tective of Kansas City. She has been 


Heads New Group Unit 
of Bankers Life of Iowa 


AGENCY NEWS 








WALTER BJORN 


Walter Bjorn of New York, vice-pres- 
ident and actuary of the Associated 
Hospital Service, is joining Bankers 
Life of Des Moines, Feb. 15 as group 
secretary. Mr. Bjorn will develop that 
company’s plans for entering the group 
insurance field, as recently announced. 
Before becoming affiliated with the As- 
sociated Hospital Service, he was assist- 
ant secretary in the group department of 
Connecticut General Life. 








with the company 13 years in various 
capacities and is now actively engaged 
in the advertising and securities division. 

Paul C. Buford, president, and Wor- 
ley Harr and Henry E. Thomas, vice- 
presidents, Shenandoah Life, are tour- 
ing the territory in which the company 
operates. Two day meetings are being 
held in Richmond, Roanoke, Norfolk, 
Chattanooga, Memphis, Charlotte, Co- 
lumbia, S. C., Jacksonville, Atlanta, and 
Charleston, W. Va. 








Information Bureau Formed 


National Bureau of Insurance Infor- 
mation, Cleveland, has been incorpo- 
rated, the principals being W. H. and 
Emma T. Vandeveer, and M. C. Port- 
man, the latter an attorney with offices 
in 600 Hickox building, Cleveland. 


Morse Has Anniversary Campaign 


W. W. Morse of Portland, Me., vice- 
president Federal Life & Casualty, is 
conducting a “Star Spangled Banner” 
campaign for agents in Maine and New 
Hampshire to celebrate the Morse 
agency’s leadership of the company last 
year, the company’s 35th anniversary 
and the 50th anniversary of President 
V. D. Cliff. Pearce J. Francis, new 
Maine commissioner, and R. M. Ro- 
land, superintendent of agents of the 
life department, attended the luncheon 
which opened the campaign. 





O'Neill Gets Group II Plaque 


General Agent Frank W. O’Neill of 
Continental American’s Scranton, Pa., 
agency won the president’s plaque for 
Group II agencies for 1940. 

Each year President Rydgren offers 
these plaques to the agencies which 
show the greatest increase in paid busi- 
ness over the preceding year. The Ain- 
binder agency of Newark won the plaque 
in Group I. 


Carroll Agency Sets High Mark 


OSHKOSH, WIS.— Associates and 
guests of the M. A. Carroll general 
agency of the Northwestern Mutual Life 
for 22 counties in central Wisconsin at- 
tended the annual agency meeting and 
banquet here. Mr. Carroll became sole 





general agent Jan. 1, with the retire- , 


ment of D. N. Cameron from the Cam- 
eron & Carroll partnership. With 102 
present at the banquet, the meeting was 
the largest in the agency’s history. 

The Carroll agency in 1940 ranked fifth 
in volume among the company’s 85 gen- 
eral agencies, with $5,525,495 in new 
paid-for; it has passed $100,000,000 in 
force; was first in per capita volume and 
also lives per 1,000 insurable popula- 
tion. 

Edmund Fitzgerald, vice-president, 
was the principal speaker at the din- 
ner and Louis Schriber, resident trus- 
tee, spoke briefly. 





Kernan Honored in Wichita 


Fred Kernan of the Wichita office of 
the Equitable Society was honor guest 
at a luncheon of the Kansas agency in 
Wichita for leading the agency in pro- 
duction for the year. A Embry, 
superintendent of agencies, Kansas City, 
was a guest. A two-hour seminar ‘on 
“Estate Planning” was conducted by 
J. H. Jones of Wichita. Lee Wandling, 
district manager, presided. 





MANUFACTU 


| bceersal this Company, there is an ideal com- 
bination of the stability of age and the vigor 


of youth. 


Fifty-three years of sound conservative precept 
and practice have built up a stable institution, 
strong financially and well seasoned in experience. 


On this foundation is based today a truly modern, 
vigorous and progressive life insurance service. 


INSURANCE IN FORCE, 604144 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 190.MILLION DOLLARS 
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LIFE AGENCY CHANGES 
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Bullard Is Retiring: 
ertz Successor 


© Retirement of John Bullard, Detroit, 
Reliance Life branch manager in Michi- 
gan for 30 years and appointment of R. 
HH. Wertz as his successor, were an- 
“pounced by J. F. Johns, eastern division 
“superintendent of agencies at a lunch- 
Peon in Detroit. Mr. Wertz has been 
| with the Michigan agency two years as 
“associate manager and prior to that was 
“manager of the Iowa-Nebraska depart- 
12 
Pir. Johns paid tribute to the leader- 
‘ship of Mr. Bullard. Business condi- 
tions in the last quarter of 1940 reached 
' highest point in many years, he said, 
[and prospects in 1941 are even better. 
“He urged the agents to shift into high 
gear and take advantage of the im- 
proved business indices, and stressed the 
need for systemization of effort. 


Weingarden Wins Trophy 


Harry Weingarden, top producer 
among first-year men, was presented the 
7. J. McKenna silver trophy by T. J. 
McKenna, vice-president in charge of 
underwriting. About 50 Michigan agents 
attended. Weingarden has been in life 
insurance selling for eight years, start- 
ing with Northern Life of Canada in 
Windsor, in 1936 being transferred to 
Detroit to open the first United States 
branch. He joined Reliance in 1939. 

“We are facing something the end of 
which we cannot foresee,” Mr. McKenna 
said. “Our biggest job is to conquer the 
fears that beset us. Our greatest 
weapon is courage. 

“Our company has a high percentage 
of acceptance of risks offered by the 
field force, yet a very favorable mortal- 
ity record. Our percentage of accept- 
ance has not varied by so much as 1 per- 
cent since 1922, We watch it carefully 
but do not propose to tighten restric- 
tions in 1941. 


Draft Causing no Slump 


“The draft will not interfere seriously 
with the sale of life insurance. Picking 
a month at random, we found that the 
average age of our new policyholders 
‘was 31, which includes our juvenile busi- 
ness, so it is likely that at least 70 per 
cent of the new policyholders were over 


31 years old. Declinations run from 5 
percent to 6 percent.” 





Bankers Life, lowa, Names 
New Manager at Spokane 


S. H. Bright has been appointed 
agency manager of the Bankers Life 
of Des Moines, at Spokane, Wash., to 
succeed the late E. F. Burke. 

Mr. Bright, who will observe his 15th 
anniversary with the company March 











S. H. BRIGHT 

19, has been with the Spokane agency 
since 1935. The last year he has served 
as agency supervisor. 

He started in the Montana agency in 
1926 and was appointed agency man- 
ager at Fargo, N. D., in 1930, serving 
there until economic conditions in the 
state caused the closing of the Fargo of- 
fice in 1935, when he was transferred to 
Spokane. 





Nelson Instructor at Detroit 


Donald E. Nelson, for the last six 
years associated with Mutual Life of 
New York, has been appointed agency 
instructor for the Detroit office by 





New Connecticut General Managers 


























FRANK M. MINNINGER 
Frank M. 
Manager for 
been Newark 
he new 






Minninger, new Detroit 
Connecticut General, has 
manager for three years. 
manager at Newark is Wil- 








WILLIAM H. BARBER 


liam H. Barber, who has, for the past 
five years, been assistant manager for 
Connecticut General in its Broadway 
office in New York City. 





Richard E. Myer, manager, who re- 
cently assumed the managership. Mr. 
Nelson before going with the Mutual 
Life was with the food and drug admin- 
istration of the Department of Agricul- 
ture and with a periodical sales com- 
pany. 


Hatch Is Fort Worth Manager 


E. T. Hatch has been promoted to 
manager at Fort Worth by the Amica- 
ble Life of Waco, succeeding H. T. 
Adams, resigned. Mr. Hatch has been 
an agent of the company in Fort Worth 
since 1933. 








Chapin Director at Peoria, Ill. 


L. D. Chapin was appointed agency 
director of New York Life in Peoria, 
Ill., succeeding H. W. Schenke, who 
was transferred to St. Louis. Mr. 
Chapin has been a special agent in the 
Peoria branch for 11 years. He is a 
leading producer there and a member of 
the Top Club. 


Brackett Lansing Manager 


F. L. Brackett has been named man- 
ager of a new office of the New York 
Life in the Mutual building, Lansing, 
Mich. The office eventually is expected 
to cover between 10 and 16 central 
Michigan counties, Brackett said. 


Feder Cleveland Head of Reliance 


Lloyd H. Feder, who has been agency 
supervisor in Ohio since 1938, has been 
appointed manager of the Ohio depart- 
ment of Reliance Life with headquarters 
in Cleveland. He takes the place of 
Charles E.'Stumb, who has joined Con- 
necticut Mutual Life as Detroit general 
agent. r. Feder went with Reliance 
Life in 1924. 

C. Charles Gardiner has been ap- 
pointed district manager at Kansas City 
for Reliance Life. For 19 years he has 
been prominent and successful in the 
business in Kansas City. For the past 





16 years he has been a general agent 
for Guarantee Mutual Life and had 475 
consecutive weeks of production. He 
attended William Jewell College, Kan- 
sas City School of Law and is a grad- 
uate of the Life Trust Institute. Mr. 
Gardiner’s new quarters are in the Fi- 
delity Building, Kansas City. 


cae 


Name Wright in Los Angeles 


Charles E. Wright of Los Angeles, 
has been appointed southern California 
manager of the West Coast Life to suc- 
ceed Robert Freeman, resigned to enter 
personal production. Mr. Wright has 
been associated with agencies in Los 
Angeles for a number of years. His 
field will be all of southern California 
except San Diego and Imperial coun- 
ties. 

He is moving his headquarters to 705 
Associate Realty building. 


NEWS BRIEFS 


R. F. Johnson has been annointed 
district manager at Columbia, S. C., by 
the Reliance Life, supervising several 
counties. 

Louis Berman, formerly with the John 
Hancock Mutual Life in Chicago, has 
taken charge of the life department of 
the W. L. Dinn & Co. of Corpus Christi, 
Tex., and he will direct the work of 
John Hancock representatives in that 
territory. 

H. J. Rossman, Houston agency man- 
ager the Equitable Society, has ap- 
pointed W. O. Catterton district su- 
pervisor. 

The London Life announces Joseph 
Vivian, manager at Brantford, Ont., for 
17 years has resigned as manager, but 
will continue as an agent. 

G. A. McCague has been appointed 
by the Imperial Life of Canada as man- 
ager for central Ontario, with headquar- 
ters at Peterboro. He succeeds the late 
L. W. Scott. He has been a unit 
manager at Guelph, Ont. 





















INCREASE SALES — 
KEEP POLICIES IN FORCE 


® The G& W Calendar Bank is attrac- 
tes << 
Made of plastic in black or ivory. 


® Fool-proof ... 
Only four moving parts. 


@ Simple to operate .. . 
Any one of three coins—nickel, dime 
or quarter will change daily date. 
Quarter changes month. 

© Dignified .. . 

The name or trademark of your com- 
pany engraved on the face. 


® This bank will create new policy hold- 
ers because every prospect who sees 
it, wants it. It will keep your policies 
from lapsing because it encourages 
daily savings toward premiums. 


Companies now using the G & W Cal- 
endar Bank have none but the highest 
praise for its business-getting ability. 
It will pay you to investigate. Write 
today for details. 





M.A. GERETT CORP. 
Street 
eon ee ee, eee, Bag, | 






2947 N.. 30th 


























FILL IN 
AND 
MAIL 
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2947 North 30th St., Milwaukee, Wis. 


_ Please send details and literature regard- 
ing the G & W Calendar Bank as soon as 
possible. 
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LIFE SALES MEETINGS 





Girard Life Parley 
in Atlantic City 


ATLANTIC CITY, N. J.—Girard 
Life is holding its annual convention 
here this week. The meeting was 
opened Thursday by G. A. Adsit, vice- 
president in charge of agencies, and C. 
T. Botting, superintendent of agencies. 
The first afternoon was devoted to 
meetings for general agents and super- 
visors in charge of Mr. Adsit with talks 
by H. M. Horne, auditor and associate 
actuary; Julius Epstein, Jay Jay 
agency, Newark; and E. C. Anstaett, 
Town & Village Insurance Service, 
Columbus, O. An informal dinner was 
held in the evening with E. L. Smead, 
as master of ceremonies. 

The general meeting will start Fri- 
day morning with a talk on “A Back- 
ground for Progress” by Mr. Botting; 
“Changing Underwriting Views,” Dr. 
W. H. Carpenter, medical director; 
“Proposed Company Changes in 1941,” 
W. L. Crawford, actuary and assistant 
treasurer; “Agents Sales Plans,” Mr. 
Anstaett; “A New Man Starts,” P. L. 
Fleisher, Reading, Pa., general agent; 
“An Experienced Man Begins Anew,” 
Gustave Jay, Jr., Jay & Jay, Newark; 
and “The Girard Life in 1941,” Mr. 
Adsit. There was a discussion of com- 
pany changes led by Mr. Adsit. 


Preminent Men Talk 


At the dinner meeting the president’s 
trophy and diamond merit pins will be 
presented by Mr. Adsit and talks will 
be made by President Albert Short and 
J. M. Laird, vice-president Connecti- 
cut General Life. The  president’s 
trophy was won two quarters in 1940 
by both the Jay & Jay agency, New- 
ark, and the Town & Village Insur- 
ance Service, York, Pa., the latter win- 
ning permanent possession. Mr. 
Fleisher and Mr. Epstein won diamond 
merit insignia. 

At the Saturday morning session 
Roger B. Hull, managing director Na- 
tional Association of Life Underwrit- 
ers, will talk. 


Wisconsin National Life Sets 
1941 Convention for Chicago 


To Chicago will go the honor of being 
host to the first annual meeting of the 
Wisconsin National Life held away 
from the home city, Oshkosh. 

Company officers, agents and repre- 
sentatives in five states in which the firm 
operates will gather at the Edgewater 
Beach hotel Sept. 22-24. The company 
expects the three-day session—the long- 
est in its history—to bring out a record 
convention crowd. 

Under a new convention schedule, 
annual meetings will be held in Oshkosh 
every third year. The company intends 
to maintain its annual picnic at Oshkosh 
mainly for the benefit of home office 
employes and their families. 


National L. & A. Rally Feb. 13-14 


NASHVILLE, TENN.—Powell 
Stamper, publicity director, announces 
that a conference of leading agents and 
superintendents of the National Life 
& Accident is to be held at the home 
office Feb. 13-14, with awards made to 
leading producers. Instead of regional 
meetings, as heretofore, a meeting of 
all district managers also will be held 
in Nashville for an entire week in April. 











Metropolitan S. E. Ark. Meeting 


Metropolitan Life agents in southeast 
Arkansas held a meeting at Pine Bluff, 
with Spencer H. Brown, local manager, 
as host. 

Glen J. Spahn, superintendent of agen- 
cies of the southwestern territory, was 
the principal speaker. 


Cleary, Hill Speak 
at Illinois Meeting 


W. L. Cramer, Paris, Ill., was elected 
president of the Illinois Association of 
Northwestern Mutual Life Insurance 
Agents, at the state convention held in 
Joliet. He succeeds T. A. Lauer of 
Joliet. Leonard Fritz, Peoria, was 
chosen vice-president, and Taylor Stitt, 
Springfield, secretary. 

M. J. Cleary, president, Northwest- 
ern Mutual Life, told the 150 agents 
attending that the company had a good 
year of earnings on invested assets. He 
predicted a trend of gradually rising in- 
terest rates. The entire company out- 
look is better, he said. 

Grant L. Hill, director of agencies, 
talked on “What’s Ahead,” predicting 
a good year for business. He said that 
there is much business available to 
those who go and get it. 

J. O. Todd, of H. S. Vail & Sons, 
million dollar producer, Chicago, spoke 
on programming, and Hoene, 
general agent, Northwestern Mutual, 
Duluth, Minn., on “Forty Years with 
the Rate Book.” He commented that 
selling today is much easier than it 
was 40 years ago, because of better 
contracts and more selling aids. 

Ralph Emerson, assistant director of 
agencies, talked on salary savings. Dr. 
R. T. Gilchrist, assistant medical direc- 
tor, Milwaukee, spoke on “Underwrit- 
ing from a Medical Standpoint.” 


Hold Discussion on Technique . 


There was a discussion on selling 
technique, led by C. K. Turman, Joliet. 
W. D. McLain, Springfield, was chair- 
man the second afternoon and C. R. 
Garrett at the luncheon. T. A. Lauer 
conducted the business session. 

. C. MacKeever, president Gerlach 
Barklow Calendar Company, told 
“What a Layman Thinks of the Life 
Insurance Agent.” 

A district agents’ meeting also was 
held, with Blaine Peck, Mt. Carroll, 
as chairman. 

he next meeting will be held in 
January, 1942, in Springfield. 





Monarch Men in St. Louis 


Monarch Life is holding a four-day 
meeting in St. Louis, starting Wednes- 
day, for all of its managers in the cen- 
tral west, running as far north as Min- 
neapolis and west to Omaha, with about 
16 in attendance. The meeting is in 
charge of Francis L. Merritt, vice-presi- 
dent in charge of the agency department, 
Col. J. W. Blunt, vice-president, and 
Alan W. Crowell, assistant director of 
agencies, who went on to St. Louis 
after attending the conference on agency 
problems in Indianapolis Tuesday, spon- 
sored by the agency management com- 


mittee of the Health & Accident Under- 
writers Conference, of which Mr. Mer- 
ritt is chairman. 





Metropolitan Rally in St. Louis 


ST. LOUIS—Approximately 200 
agerits of the Metropolitan Life from 
seven states attended the third annual 
convention of Chapter 5 of the Veteran’s 
Association held here. The states repre- 
sented were Arkansas, Oklahoma, Kan- 


sas, Iowa, Nebraska, Missouri and 
southern Illinois. Among the speakers 
were J. P. Bradley, secretary; G. J. 


Spahn, superintendent of agencies; A. T. 
Schussler, superintendent of agencies 
Illinois division, and C. J. Schaaf, presi- 
dent of Chapter 5. Mr. Schaaf is man- 
ager of the Mound City district in St. 
Louis. 





Indianapolis Life Agents Meet 


‘The annual central states convention 
of Indianapolis Life will be held Friday 
and Saturday of this week in Indianap- 
olis, followed by the annual banquet 
Saturday evening. Agents will attend 
from Indiana, Illinois, Ohio, Michigan, 
Minnesota and Iowa. Entertainment at 
the banquet will be furnished by girls 
of the home office staff, under direction 
of E. F. Kepner, assistant secretary. 





Loyal Protective Regional Meets 


Loyal Protective Life is holding three 
regional meetings for general agents, the 
first being held early in Boston. The 
second will be in Chicago on Feb. 6-7 
and later in February western general 
agents will gather in Portland, Ore. 

Recruiting, selection, training and 
supervision of agents will be’ discussed. 
Home office officials attending include 
President John M. Powell, Vice-presi- 
dent E. B. Fuller and Superintendent of 
Agents W. B. Cornett. 





Conn. General Managers’ Parley 


Vice-president F. H. Haviland of ‘Con- 
necticut General Life conducted a two- 
day round table conference at the 
Edgewater Beach Hotel in Chicago for 
nine managers from Chicago, Columbus, 
O., Des Moines, Detroit, Indianapolis, 
Kansas City, Minneapolis, Pittsburgh. 

Those from the home office participat- 
ing were T. P. Rice and A. A. Drew, 
assistant superintendents of agencies; 
John P. Taylor, manager of sales pro- 
motion, and M. E. Shulthiess, agency 
assistant. 


Fidelity Union Holds Convention 


B. N. Woodson, director of service 
Sales Research Bureau, gave a series of 
talks on selling topics at the Fidelity 
Union Life’s agency convention at Min- 
eral Wells, Tex., January 8-10. Presi- 
dent Earl B. Smyth reported on 1940 
results in his annual message. 

A round table conference was con- 
ducted by E. O. Benton, assistant sec- 
retary; W. J. Barr, actuary, and R. H. 
Hardy, manager of the conservation de- 
partment. Carr P. Collins, chairman of 
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IDEAL JOB 
Seeks Right Man 


Every day you wait to investigate the 
General Agency opportunities with 
this old reliable company you are losing 


FRANCIS L. BROWN, President 


ROCKFORD LIFE INSURANCE COMPANY 
Rockford, Illinois 


Write today: 














the board, closed the business sesgio,, 

fe Bine ; 
master at the dinner by virtue of pro. 
duction leadership in 1940. 
speakers included Mr. Woodson, ¢; 
“I’m Proud to Be a Life Insurang, 
Man,” and R. E. Sanders, for the By. 
ness Men’s Assurance, San Diego, (,) 
who was_ visiting his brother, (lo; 
Sanders, Fidelity Union agent in Mjy. 
eral Wells. 





American National Rallies May |. 


The annual agency conventions ¢ 
both the ordinary and industrial depar. 
ments of the American National of Gj. 
veston will be held at the home offc 
May 1-3. 


Pick White Sulphur for ‘42 











teck, Big Spring, was toay § 





Bangue 








Ligeia teR oa 


White Sulphur Springs has been ¢. a 
lected as the place for the meeting oj F 


the production clubs of the Equitabk § 


Life of Iowa in 1942. 





The 1941 agency convention of th 


Texas Prudential of Galveston will } g 


held some time in October in San An. §- 


tonio. 
The State Farm companies held the: 


annual meeting in Topeka for Kansa — 


agencies. Home office men in attent- 
ance were Fletcher Coleman, Jame; 
Parsons and Ted Campbell. 


Shenandoah Life has announced a 3 


agency convention to be held in Florid 
early in 1942. 








Study Estate of “John Doe” 


DENVER—The Life Insurance & 
Trust ‘Council met, the subject of dis- 
cussion being “A Study of the Estate of 
John Doe.” Various things which John 
Doe might have done in insurance and 
trust to reduce the amount of taxes on 
his estate were explained. The council 
was formed last December, and is com 
posed of 20 life men and 12 trust com- 
pany officials. 


Just 30 years ago we issued 


policy 332 on a life in a saw. 
mill office at Odanah, Wiscor- 


sin. 


Ever been in Odanah? 
Never heard of it! 


All right; this life now is a key- 
















man at R. C. A. in New York. 
You know both the biz and the 


town. 


Little Companies, like men in 
little jobs, make friends and go 


places. 


Nathonaly? 
Insurance Company, 


Madison, Wisconsin j 
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N. Y. Field Assistants 


' Named by Canada Life 


The Canada Life has appointed Dal- 


: ton C. Stapleton field assistant of its 
© New York City branch, which is under 


the management of H. F. Underwood. 





DALTON C. STAPLETON 


He has been engaged in sales work 
with various organizations for some 
years. Before taking up his new duties, 
Mr. Stapleton spent some time at the 
home office in Toronto, where he was 
associated with the sales training and 
research department. 





HARMELIN MARKS ANNIVERSARY 


Arnold Harmelin will on Feb. 2 mark 
his 23rd anniversary as general agent 


of the Columbian National Life. He 
started from scratch developing an 
agency in New Jersey in 1918. In 


1923 he was transferred to New York 
where he again started from scratch and 
has gradually built one of the com- 
pany’s leading agencies. Production for 
1940 was 50 percent ahead of 1939 and 
January of this year is 300 percent 
ahead of January, 1940. 





TO FETE MANAGER FINE 


Manager Joseph Fine of the Stuyve- 
sant Heights district, Brooklyn, was 
honored by his associates at a luncheon 
marking his 20th anniversary of con- 
tinuous service with Metropolitan Life. 
He received a gold wrist watch pre- 
sented on behalf of the agency by As- 
sistant Manager Herman Braunstein. 
Guests included six home office repre- 








Something New 
IN LIFE INSURANCE 






A Pure Protection . . . ordinary or 
whole life policy without cash values 






Our limited pay policies permit 
the withdrawal of cash values 


Without cancelling policy 
aes 
Without note, interest or reducing policy 








Many other new features 





that appeal to thinking people 








Commissions that will interest any 
salesman. Previous experience not essential 











Interstate Reserve 





Life Insurance Company 








TEN EAST PEARSON STREE T, CHICAGO 


By R. B. MITCHELL 





sentatives, including R. R. Lawrence, 
superintendent of agencies for the met- 
ropolitan New York territory, and a 
number of fellow managers. 





FAIL TO INDICT KAYE-MARTIN 


Allen Kaye-Martin of the National In- 
stitute of Research & Economics, New 
York City counsellor concern, is back 
in New York following the refusal of a 
Jackson, Tenn., grand jury to indict him 
on charges of obtaining money under 
false pretenses. He was arrested and 
then released on bail after being accused 
of collecting a fee for allegedly errone- 
ous advice on life insurance policies. A 
fee of $50 and another of $35 were in- 
volved. 

In addition to the criminal charge M. 
W. Penick and his sister-in-law, Eve- 





Title Insurance 
Companies 


@ The title insurance firms whose 


tion. They have the recommendation 
endorsement The National 
Underwriter. 














lyn Liles Cook, brought a civil suit 
against Mr. Kaye-Martin for $1074, rep- 
resenting money they had paid for a 
franchise to represent the National In- 
stitute of Research & Economics in the 
Jackson territory. 

Mr. Kaye-Martin said that within the 
next few weeks he expects to make a 
connection with a life company. 





FINCH MADE SUPERVISOR 


W. E. Kee, Brooklyn manager of Mu- 
tual Life, has appointed H. O. Finch as 
agency organizer succeeding S. D. Bon- 


ner, who is returning to personal pro- 
duction. Mr. Finch has had a number 
of years’ experience as a personal pro- 
ducer, instructor and supervisor in Ohio, 
California, as well as in the New York 
metropolitan district. 





Baker, Cole Vice-presidents 


Gladden W. Baker, treasurer, and 
Francis W. Cole, general counsel of 
Travelers, have been elected vice-presi- 
dents and retain their former titles as 
well. 





























COLORADO 





THE TITLE GUARANTY 
- COMPANY 


“Home of Landon Abstracts” 


Titles insured thruout Colorado. 
Escrow Service—Loans— 
Abstracts 


1500 Court Place—Denver 











MISSOURI 





Title Insurance Corporation 
of St. Louis 
810 Chestnut Street 

McCune Gill, Vice President 
Qualified with Insurance Departments 

of Missouri and Eastern States 

—_— Oo — 

Disburses construction funds and in- 

sures against Mechanic Liens 
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OKLAHOMA 


ALABAMA 


PROPERTY MANAGEMENT 
DIRECTORY 


© The property management firms whose names are shown on this page have 
been selected after careful investigation. They have the recommendation and 
endorsement of The National Underwriter. 








KANSAS 





ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 


Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES « RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 





ARKANSAS 


MICHIGAN 





READ -STEVENSON & DICK 


INC. 

Property Management 
Sales—Leasing 
M. Loans 


A. C, Read II 
Charles 


109 South Main Street 
LITTLE ROCK, ARKANSAS 


R. Redding Stevenson 
E. Dick 


EQUITABLE TRUST COMPANY 


600 GRISWOLD STREET DETROIT, MICHIGAN 
8 
Property Management 
Appraisals 
Mortgage Loans 
Sales 


Trusts Estates 





FLORIDA 


MINNESOTA 





Property Managemens 
Mortgages—Sales 
Appraisals 


« HAUGHTON - 


COMPANY 
108 West Bay St. Jacksonville, Florida 





DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 











INDIANA 





Property Management 


Leases Sales Loans 
Appraisals—Insurance 


w. a. BRENNAN inc. 


INDIANAPOLIS 


THE 


HOWELL-VIGGERS 
CORPORATION 


Certified Property Managers 
Appraisals Sales 


Second National Bldg. 
Akron, Ohio 








AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 


9 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 








Klein & Kuhn 


Guaranty Building 
Indianapolis 


© APPRAISALS 
LEASES 


Property Management 


SALES 
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PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Ares 
National City Bank Bldg. 
CLEVELAND 
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Economic Status of Agent 
Holds Minnesota Limelight 


MINNEAPOLIS — Efforts to im- 
prove the economic position of the lite 
agent were discussed at the midyear 
sales congress of the Minnesota Associ- 
ation of Life Underwriters here with 
400 attending. W. W. Scott, president, 
presided, 

Commissioner Yetka spoke at the 
luncheon in charge of Hiram Moore, St. 
Paul manager Mutual Life, N. Y., ana 
J. D. Serrill, Minneapolis manager 
American Mutual, past state presidents, 

Herbert Hedges, Kansas City genera! 
agent Equitable otf Iowa, explained the 
differences between “piddlers, pedlers 
and salesmen.” Piddlers flit about trom 
one idea to another, worry over techni- 
calities and gossip about tellow agents. 
Pedilers he described depend on “a 
strong back and sturdy legs” but use lit- 
tle headwork. ‘The salesman is well 
equipped in the three I’s, industry, intel- 
ligence and inspiration. 


Eliminate Unfit Agent 


_Eliminating the unfit agent who is a 
distinct discredit to the business is a 
significant problem in the business, 
Harry T. Wright, Equitable Society, 
Chicago, and president National Associ- 
ation of Life Underwriters, declared. 
He reported progress, saying most com- 
panies are sold on this objective. Mr. 
Wright’s remarks were especially ap- 
propriate as an effort is now being made 
to pass an agents’ qualification law in 
Minnesota, primarily to eliminate unfit 
and part time agents. 

Lite companies are actively taking 
steps to provide retirement plans for 
their agents, Col. C. B. Robbins, man- 
ager American Life Convention, stated. 

L. M. Buckley, New England Mutual, 
Chicago, discussed “Sand in the Hour 
Glass.” 

In the evening President Wright and 
the other speakers were the guests of 
the general agents and managers of the 
Twin Cities at a dinner. 





Ohio Association Annual 
Meeting at Akron May 8-9 


AKRON, O.—The annual convention 
of the Ohio Association of Life Under- 
writers will be held here May 8-9. C. 
E. Ransower, manager Metropolitan, is 
in charge of arrangements. A trustees 
meeting and school for association offi- 
cers will be held the first day with a 
trustees dinner in the evening. The con- 
vention proper will open May 9. 





Marx Heads Georgia Leaders 


ATLANTA, GA.—At the Georgia 
Life Underwriters Association’s annual 
sales congress here the Georgia Leaders 
Round Table with 60 members was 
formed with D. J. Marx, Jr., Massachu- 
setts Mutual, Atlanta, as chairman; 
George Mathews, New York Life, Co- 
lumbus, vice-president, and C. G. 
Bethea, Penn Mutual Life, Atlanta, sec- 
retary-treasurer. Directors are T. H. 


Daniel, Jr., Union Central; Luther 
Guest, Connecticut Mutual; H. C. 
Lorick, Prudential, Augusta, and G. M. 
Venable, Northwestern, La Grange; 


Oliver Nix, Pacific Mutual. 





Utah Sales Congress Feb. 25 


SALT LAKE CITY—The Utah Life 
Underwriters Association will hold its 
sales congress at the Hotel Utah here 
Feb. 25. Vice-president Frank Mozley 
was named general chairman. Harry 
T. Wright, Equitable Society, Chicago, 
president of the National association, 
will speak. 





Missouri— Frank Vesser, St. Louis, 
manager midwestern division Reliance 
Life, is in charge of the arrangements 
for the annual meeting to be held in St. 
Louis next June. 


Program for Detroit Sales 
Congress Announced 


DETROIT—A month earlier than in 
previous years, Qualitied Life Under- 
writers will hold the annual sales con- 
gress at the Book Cadillac Hotel March 
20. Jay L. Lee, manager Phoenix Mu- 
tual, is general chairman and has al- 
ready completed arrangements for the 
program. 

President W. A. Post, Connecticut 
General, will give the address of wel- 
come and then turn the meeting over to 
vice-president L. E. Malone, Sun Life, 
presiding ofticer for the session. 

Commissioner Berry will speak briefly, 
after which the Detroit C.L.U. chapter 
will present an educational program, 
“Information If You Please!”, in which 
a board of experts will answer life in- 
surance sales questions fired at them by 
an interlocutor. An Aetna Life group 
will present a skit under direction of 
Staff Hudson to close the session. 

With President Post presiding, Harry 
T. Wright, Equitable Society, Chicago, 
president National Association of Life 
Underwriters, will be the luncheon 
speaker. W. A. Doyle, Highland Park, 
past president of the Michigan and De- 
troit Associations of Insurance Agents, 
will lead community singing. 

Vice-president H. Ben Kuhl, Massa- 
chusetts Mutual, will preside at the after- 
noon session. Four home office em- 
ployes of the Metropolitan Life will pre- 
sent a playlet and O. E. Carlin, John 
Hancock Mutual Life, Columbus, mem- 
ber of the Million Dollar Round Table, 
will outline his sales methods. 





Move Texas Meeting to Beaumont 


The annual meeting of the Texas As- 
sociation of Life Underwriters in June, 
scheduled for Corpus Christi, will be 
held instead in Beaumont, because of 
inadequate hotel facilities in Corpus 
Christi. The Robert Driscoll Hotel will 
not be completed in time for the con- 
vention. 





Madison, Wis.—Walter N. Hiller, Penn 
Mutual Life, Chicago, conducted an “In- 
formation, Please’ program at the 
January luncheon, showing how to de- 
velop a clientele. He was introduced 
by W. J. Reese, general agent Penn Mu- 
tual Life, Madison. 

Chicago—The general agents and man- 
agers division will hold a _ luncheon 
meeting Feb. 10. The program will be 
provided by P. J. McNamara, Metropoli- 
tan Life, and J .H. Brennan, Fidelity 
Mutual, who will hold a question and 
answer session on recruiting and train- 
ing new agents. 

St. Joseph, Mo.—E. A. Hasek, general 
agent for National Life of Vermont, 
spoke on “How to Merchandise in 1941.” 


Central Massachusetts—A dinner 
dance, attended by 150, was held in Wor- 
cester, those in charge being President 
W. H. Nolet, Metropolitan, and B. W. 
Ayes, State Mutual. 

Emporia, Kan.—A “family party” was 
held, with program in charge of Urban 
C. Brown. At a short business session, 
the association voted full support to the 
mid-year meeting of the N. A. L. U. in 
Wichita March 27-29 and postponed the 
sales congress of the Kansas association, 
scheduled to be held in Emporia this 
spring. 

Buffalio—The sound economic status of 
Canada was stressed by Lieut. Col. G. A. 
Drew, Toronto, leader of the Ontario 
conservative party. He discussed the 
war situation. 

H. M. Faser, Jr., Boston general agent 
Penn Mutual Life, will speak at the Feb. 
20 meeting on “Closing in Today’s Mar- 
ket.” 

Cedar Rapids, Ia.—W. W. Lundgren, 
assistant director of agencies of North- 
western Mutual Life, addressed a ca- 
pacity audience on “Our Market in 
1941.” He emphasized the increased mar- 
ket for insurance because of increased 
activity in the national defense pro- 
gram. Intelligent analyzing of the mar- 
ket is the first step, he said. After hav- 
ing made the analysis, then the agent 
must definitely do something about it. 
Prospecting must be carefully directed 


and he predicted that 1941 will be one 
of the best years on record. 


Pueblo, Col—Business prospects 
1941 appear the best in many years, Col. 
W. E. Burney, manager Equitable So- 
ciety, declared. Business will play an 
important part in the national defense 
program and consequently it will be 
given a more articulate voice in how 
things are to be done, he said. 


Des Moines—Paul Speicher, R. & R. 
Service, spoke at the January meeting. 





for 


San Angelo, Tex.—Changes in official 
staff brought about by transfer of 
agents were made at a directors’ meet- 
ing. Wayne Bennett, Amicable, suc- 
ceeds as director J. E. Yates, who re- 
cently moved to Lubbock as manager 
for Texas Prudential. Grady Stovall, 
Western Reserve Life, replaces Mr. Ben- 
nett as legislative chairman. 


Peoria, 011.—T. E. Cherry, Jr., Chicago, 
instructor in charge of training courses, 
Metropolitan Life in four midwestern 
States, discussed the social security act 
and its relation to life insurance. F. J. 
Manning, Metropoltan, Peoria, presi- 
dent, was in charge. 

Topeka—Fred Holderman, Jr., assist- 
ant manager in Kansas City for Equi- 
table Society, spoke on “Today I Take 
Inventory.” 


Quebec—Maurice L. Nadeau, Travelers, 
has been elected president. 

Birmingham — Life companies are 
gradually raising the standard of their 
agents, according to William H. An- 
drews, Jr., Jefferson Standard, Greens- 
boro, N. C., who addressed the Birming- 
ham association. The companies last 
year produced more business and a bet- 
ter type with fewer agents. He was 
introduced by A. L. Smith, Birmingham 
general agent for Jefferson Standard. Dr. 
David McCahan, dean of the American 
College, addressed the association at a 
special luncheon. 

Springfield, Mass.—Robert H. Denny, 
director of agencies of State Mutual 
Life, will speak Feb. 3. 


MANAGERS 


Michigan Lawmakers May 
Concentrate on Defense 


DETROIT—Concentration on na- 
tional defense this year may cut the 
number of legislative bills unfavorable 
to policyholders and agents in Michigan. 

That was the view expressed by C. A 
Macauley, state agent John Hancock and 
chairman of the legislative committee, 
before the Associated Life General 
Agents and Managers at its January 
meeting. 

The association decided to select and 
sponsor two boys for the American 
Legion Camp for Americans this year. 
Last year, the group sent one boy to 
the camp. 














Cashiers Discuss Conservation 
NEWARK—At dinner-meeting of the 
Life Agency Cashiers Association of 
Newark, E. A. Levesque of the J. B. 
MacWhinney agency, John Hancock 


Mutual Life, talked on “Conservation,” 
followed by an open forum. 





It was also pointed out that loaned-op 
policies are lapsed and surrendered twice 
as quickly as policies without loan. Ay 
important cause of lapsation is the 
agent who tries to show a policyholder 
how investing the cash value of his pres. 
ent policy will allow him to purchase 
the same amount of insurance, presym. 
ably at less cost. i 





Nenninger Succeeds Carlough 


H. G. Nenninger has been elected 
treasurer of the Life Agency Supervisors 
Association of Northern New Jersey, 
succeeding E. D. Carlough, Jr., who has 
been promoted to general agent of the 
Mutual Benefit Life. 








Chicago Realtor Arranges 
Coverage for Tenants 


An unusual application of life insur- 
ance, to be written in conjunction with 
an apartment lease for the purpose oj 
paying the rent for the rest of the term 
if the tenant dies, was announced this 
week by Swan-Lorish, Chicago real es- 
tate and maangement firm. The plan 
was devised by H. C. Roth, manager of 
the insurance department. 

The tenant when signing a lease 
agrees to pay a small additional prem- 
ium for the insurance which will pro- 
vide his family a paid up lease for the 
unexpired term in the event of his death. 
The premium amounts to about 30 cents 
per month for apartments in the lower 
level brackets, or $3 if paid annually; 
50 cents per month or $5 yearly for 
apartments running from $50 to $65 
monthly, and up to $7.50 annually for 
more expensive apartments. ‘This charge, 
Mr. Roth explained, is added to the 
monthly rent payment. 

This proposal was tested before its 
introduction by submitting it to about 
1,000 tenants of the real estate firm, 
about 60 percent expressing a desire to 
adopt the plan. Mr. Roth stated a large 
life insurance company would issue the 
insurance. At the request of this com- 
pany its name was withheld temporarily 
until all details could be worked out. 

The insurance will be decreasing term, 
and necessarily on a non-medical basis. 
Due to anticipated anti-selection which 
will result in a high percentage of ap- 
plicants with ill health, a higher mor- 
tality than average on selected business 
probably will result. This was cal- 
culated in the rates quoted. 

It was estimated by Mr. Roth the 
average exposure would be a rental of 
about $600 annually, or actuarially only 
$300 since an average exposure of six 
months could be expected due to the 
fact that some tenants would die early 
in the calendar year and others late. 
The premium rates selected are approx- 
mately those charged by industrial loan 
companies for the insurance they re- 
quire in connection with loans they 
make. 


Travelers’ Philadelphia Central City 
branch is moving to the Packard build- 
ing, 111 South 15th street. 
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CADA SALES SERVICE 


e Order a supply today. 





in dz. lots 


A NEW Material 
more beautiful than 
leather. Black pinseal 
and tan pigskin grain. 
Good enough for your best client. 
Cheap enough to be given to all. 


Satisfaction Guaranteed. 





CHICAGO, ILL. 
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Dressel Heads 
Md.-D. of C. Unit 


7 G. Dressel, Independent Order of 
Foresters, Baltimore, was elected presi- 
dent of the Maryland-District of Co- 
jumbia Fraternal Congress at the an- 
nual meeting in Baltimore. He succeeds 
Mrs. Lola E. Coles, Woman’s Benefit, 
Baltimore. . ; 

Other new officers are: Vice-presi- 
dent, L. L. Littman, Standard Life, Bal- 
timore; secretary, C. M. Harrison, Ben 
Hur Life; treasurer, Mrs. E, Olive Eck- 
ert, Protected Home Circle, Washing- 
ton; and directors, Mrs. Helen E. Wold, 
Roval Neighbors, Bogota, N. J.; John 
A. Flanigan, Knights of Columbus: C. 
M. Weber, Maccabees, Baltimore; Hen- 
rietta Snider, Woodmen Circle, Rich- 
mond, Va.; and J. M. Weber, Polish 
Roman Catholic Union, Baltimore. 

Sixteen societies were represented by 
the 53 persons attending. Mrs. Coles 
presided. Hayes, Maccabees, 
Baltimore, and past congress president, 
extended a greeting. 


Benz Discusses U. S. Strength 


Alex O. Benz, president Aid Associa- 
tion for Lutherans, Appleton, Wis., and 
president National Fraternal Congress, 
spoke on “Individual and National 
Strength.” He told the part played by 
legal reserve fraternal life insurance in 
the nation’s strength. National 
strength, he said, is the sum of all indi- 
vidual strength, minus all individual 
weakness, what is left being America. 

O. A. Kottler, recorder Artisans Or- 
der of Mutual Protection, first vice- 
president New Jersev Congress and sec- 
ond vice-president Pennsylvania Con- 
gress, talked on “Helps to Field Work- 
ers,” suggesting the field people ac- 
quaint themselves with the historical 
background of their societies and study 
the certificates so they can intelligently 
sell them. He urged all to be sincere, 
enthusiastic and confident in their inter- 
views. 

F. F. Schwarz. trustee Maccabees and 
grand commander in Ohio, was a 
speaker. 

An open forum was held. The con- 
gress will sponsor a moonlight excur- 
sion on Chesapeake Bav to raise funds. 

Mrs. Lola E. Coles, Woman's Benefit, 
was elected representative to the 
Noi €: 


Officers were installed at a banquet. 


Liberty Bell Symbol 
For Fraternal Week 


The Liberty Bell and all that implies 
—life, liberty and pursuit of happiness, 
has been adopted as the symbol to be 
used in the National Fraternal Life In- 
surance Week observance Mav 5-10. 
Financial freedom, true friendships and 
family security provided by fraternal 
life insurance are being featured in the 
special posters, letterheads and stickers 
which will soon be off the press and 
ready for distribution. 

_Leading fraternals are planning to 
distribute the posters in lodge halls and 
public places. It is expected that manv 
local lodges will stage Liberty Bell 
night observances during Fraternal Life 
Insurance Week in an effort to get 
non-members interested in the benefits 
of joining their organizations. Samples 
of the promotional material will be 
ready soon and can be secured by writ- 
ing National Fraternal Week, Room 


230, 440 South Dearborn street, Chi- 
cago. 








ae W. Chapine, district manager for 
\ odern Woodmen at Stowe, Vt.. who is 
vears of age, has been called into 


oa training under the conscription 


Ord 
ow 


Increases Continue 
in Minn. Society 


Lutheran Brotherhood had total as- 
sets of $11,457,782 on Dec. 31, the an- 
nual statement showed. Insurance in 
force totaled $74,888,463, increase $5,- 
174,741. There was $69,020,493 on adult 
contracts and $4,867,970 juvenile. Sur- 
plus to policyholders for all contingen- 
cies was $1,156,215. 

The solvency ratio was 111.31 per- 
cent. Interest rate earned was 4.05 per- 
cent net; actual to expected mortality 
28.03 percent compared to 28.32 percent 
in 1939. 

The assets included cash $298,455; 
first mortgage loans—city, $3,253,407; 
farm $3,130,083; church $746,458; 
bonds—U. S. government $418,894; 
other government, state and municipal 
$1,429,865; public utilities $58,791; rail- 
roads $58,388; policy loans $1,597,312; 
real estate $67,105; real estate sold 
under contract $51,226. 

The policy reserves totaled $8,826,566, 
premium reserve $370,184, dividends left 
at interest and due $563,909, reserves on 
disability $96,105, present value of death 
claims payable in installments by re- 
quest $143,942, present value of disabil- 
ity claims payable in installments $201,- 


315; miscellaneous reserves $85,229. 
Total liabilities were $10,301,566. 
Interest earned totaled $460,916. 


Death claims were $203,143 and divi- 
dends paid $263,783. 

Lutheran Brotherhood assets have 
about doubled in the last five years, 
having been $6,497,321 in 1936, and 
surplus likewise, having been $558,287. 
Insurance in force has gained each 
year since 1918 when it was only $676,- 
500. This society paid $724,937 to pol- 
icyholders and beneficiaries in 1940 and 
since organization has paid $5,974,294. 

Premium income was $2,081,066 and 
total income $2,865,192, a gain of 11.36 
percent. 

J. A. O. Preus is chairman and H. L. 
Ekern, former Wisconsin commissioner 
and head of Ekern & Meyers, Chicago 
legal firm, is president. 





Michigan Fraternal 
Is Under Fire 


LANSING, MICH.—Need for legisla- 
tion to bring Michigan fraternals under 
strict department regulation was urged by 
Rep. Smith, Big Rapids. A few days 
earlier he asked Attorney-general Rushton 


to inquire into the financial condition of 


the Michigan Union Life of Grand Rapids. 
Commissioner Berry ordered examina- 
tion of the society following a confer- 
ence. 

Attorney - general 
with Commissioner 
Michigan Union Life. 

Smith said complaints had been made 
regarding assessments of a fraternal in 
order to meet the legal reserve standard 
which, under terms of a 1939 act, must 
be achieved by Jan. 1, 1942. He said 
a 74-year-old member of the fraternal 


Rushton 
Berry 


conferred 


received notice of a special assessment of 


$1,290 on a policy with a face value of 
$3,000, with concurrent notice of a trebling 
of his premium rate. Smith said the aged 
man was told that if the assessment were 
paid his policy would have a paid-up value 
of $892 per $1,000 of face value. 

Six members in Grand Rapids brought 
suit in Kent county circuit court to restrain 
a projected reorganization and change to 
a mutual life company. Judge Hoffius 


regarding 





THE WOMAN’S’BENEFIT ASSOCIATION 
Pounded 1803 
A Legal Reserve Fraternal Benefit Society 








issued a temporary injunction and it was 
stated the constitutionality of the act 
under which the transformation was con- 
templated might be tested. The depart- 
ment found in two suits at Grand 
Rapids no evidence of violation of in- 
surance law. 

Plaintiffs said in their bill of complaint 
officers notified them the change was 
“necessary for the continued existence” of 
the society. 

Michigan Union Life, formerly New 
Era Life Association, had 16,669 members, 
$15,179,536 insurance in force and $798,577 
assets Dec. 31, 1939. Its president is G. L. 
Taylor, Grand Rapids. New Era was 
formed in 1897 and the name changed in 
1936. It was on American Experience 4 
percent reserve basis 1920-27, with segre- 
gated legal reserves, and since Jan. 1, 1927, 
on American Experience 3% percent 
basis. 





Illinois Congress, Law 
Group Meet Feb. 22 


The Illinois Fraternal Congress will 
hold its annual meeting in Chicago Feb. 
22. The Fraternal Law Association, 
which is affiliated with the National 
Fraternal Congress, also will hold its 
annual meeting ‘there on that day. In 
years past the sections of the N. F. C. 
have held their sprine meetings at Chi- 
cago at that time, a feature being the 
Washington Day address by some noted 
speaker under auspices of the law asso- 
ciation, The spring meeting, however, 
was eliminated by the N. F. C. at its 
Baltimore annual meeting last vear. 

The Illinois congress meeting will 
start at 10 a.m. Officers will be elected 
and business transacted. W. P. Mon- 
creiff, investment counsellor, will speak 
on “Rent of Capital During and After 
the War.” 

W. C. Below, congress vice-president, 
president Fidelity Life, Fulton, IIl., 
probably will be elevated to president. 
T. R. Heaney, secretary Catholic Order 
of Foresters, Chicago, will preside as 
president. R. H. Matthias of Ekern & 
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writing the insurance necessary. 
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SUCCEED because they represent a 
successful institution. Our men don’t have to sell 
their clients on the safety and reliability of The 
Maccabees. Our records of 60 years of service, 
quarter of a million members and 250 million 
dollars in benefits paid, do that. Their only job is 
one of diagnosing the needs of their clients and 


If you want a position where your success is lim- 
ited only by your ability, and yeu can meet our 
requirements, write us. We may have a place 
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Detroit, Michigan 
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Meyers, Chicago legal firm, counsel 
Lutheran Brotherhood, is congress sec- 
retary and the treasurer is C. J. Del 
Vecchio, Royal League, Chicago. In- 
surance Director Jones of Illinois and 
his staff have been invited to take part. 


C. O. F. Officials Are Paid 
Honor on Their Birthdays 


Thomas H. Cannon, high chief ranger 
of Catholic Order of Foresters, Chicago, 
was honored by the staff and high court 
officials last week on his 77th birthday. 








THOMAS H. CANNON 


' He was presented a bouquet of 77 roses 
of a rare variety originating in Canada, 
and also a large bronze fluorescent desk 
lamp and a portable radio. 

Thomas R. Heaney, high secretary, 
observed his 66th birthday Jan. 26. The 
two executives were hosts at a dinner in 
Chicago for the high court officials who 





THOMAS R. HEANEY 


had gathered at a meeting. Mr. Heaney 
also was presented a portable radio and 
the two gave presents of desk clocks to 
the high court members. An ornate 
birthday cake was a feature of the cele- 
bration. 


New Contracts Well Received 


C. O. F. is receiving an enthusiastic 
response from its field representatives 
to the new agency contract which re- 
cently was submitted to them. Many 
signed contracts have been returned and 
quotas voluntarily taken ranging from 
$150,000 to $250,000 for 1941, according 
to C. D. DeBarry, director of sales. 
These contracts are thoroughly modern. 
In addition, C. O. F. now is issuing all 
policies with full non-forfeiture values, 
including cash, loan, paid up and ex- 
tended insurance. 

The first $25,000 application under the 
recently increased limit was received 


last week. The new limit became effec- 
tive Jan. 1. Previously $10,000 was the 
limit. 

A Monday morning sales letter to 
field representatives soon is to become a 
weekly feature. 


Protected Home Circle Has 
Many Gains in Year 


Protected Home Circle increased 
membership in 1940 and its assets 
gained $599,831 to a total of $10,219,777, 
President S. H. Hadley announced. 
Due to improved statistical machinery 
in the home office and the fact the so- 
ciety now has a resident actuary, R. A. 
Anderson, in connection with W. F. 
Barnard, consulting actuary of Syra- 
cuse, N. Y., the report is presented 
earlier in the year than ever before. 

Unassigned and surplus funds were 
$673,725, contingency reserve $510,078. 
These sums were in addition to legal 
reserve of $8,881,497. Membership in- 
creased 785 members, total being 76,293. 
Total insurance in force was $58,- 
240,809. 

In 1940 $1,099,718 was paid in death 
claims, permanent disability and specific 
accident claims, cash surrender values 
and dividends to members. 

Since organization, Aug. 7, 1886, Pro- 
tected Home Circle up to Dec. 31, 1940, 
has paid to members and _ beneficiaries 
$39,817,760. 


Hold Rally at Chillicothe, Ill. 


PEORIA, ILL.—Members of Peoria 
and other central Illinois reviews of 
Woman’s Benefit held a “Loyalty Day” 
rally, banquet and installation of officers 
at Chillicothe. Mrs. Margaret Keate, 
Chicago, state field director, welcomed 
delegations from Peoria, Galesburg, 
Chillicothe and other points. Mrs. Ella 
Blume, Peoria, was installing officer. 
Mrs. John Schwab, president of Review 
No. 15, Peoria; Mrs. Ruth Faulkin, 
Peoria, W. B. A. juvenile director, and 
others assisted in direction. 











North Star Business Increase 


North Star Benefit new business in 
1940 totaled $1,087,000. more than 
double the 1939 total. North Star has 
appointed 10 new general agents and 
over 50 full and part-time salesmen un- 
der a sales training program directed by 
Vaughn V. Moore, Chicago field man- 
ager in charge of training schools. 


Foresee Fight for 
Moratorium Changes 





(CONTINUED FROM PAGE 2 


A bad feature of the New York 
moratorium is that the borrower is not 
required to show need. The wealthiest 
man in the state is entitled to its pro- 
tection just as much as the neediest. 

One reason why this year seems to 
be the logical one for getting the mora- 
torium modified is that if something is 
not done about it while a measure of 
prosnerity appears to be in the offing 
it will probably be almost hopeless to 
get a modification later on if there is 
a reaction following the defense ac- 
tivity. 

No “Wave of Foreclosures” Seen 


One strong argument which the ad- 
vocates of the tapering-off plan are 
using in order to show up the silliness 
of the contention that an emergency 
still prevails is that the New York leg- 
islature annears almost certain to pass 
a state soldiers and sailors civil relief 
act identical with that passed by con- 
gress. This would, however, extend 
relief onlv to those able to show that 
thev needed it. Thus. New York state 
would he in the inconsistent position 
of requirine a man serving his country 
in the armv or navv to prove need in 
case he desired a stav of his mort- 
while a civilian could obtain this 
relief whether he needed it or not, pro: 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual. 


Digest” and “Little Gem.” Published Annually in May and March respectively, 


PRICE, $5.00 and $2.50 respectively. 





New Mass. Mutual 
Dividend Schedule 


The Massachusetts Mutual’s dividend 
schedule, effective June 1, more accu- 
rately reflects the sources from which 
dividends arise, giving increases where 
improved mortality justifies and de- 
creases where the interest factor de- 
mands. The general trend is downward 
but there are frequent instances, particu- 
larly in early policy years for younger 
ages, where the new scale will pay more 
than the amount called for by the cur- 
rent schedule. An abbreviated showing 
of the new figures follows: 


Ordinary Life 


Age 15 25 35 40 45 55 
$ $ $ $ $ 

Pre. 16.31 20.14 26.35 30.94 87.09 56.93 
1... 3.64 3.938 4.26 4.40 4.55 5.46 
5... 3.92 4.17 4.385 4.89 4.61 5.67 
10... 4.25 4.389 4.36 4.87 4.59 6.23 
15... 455 4.52 4.87 4.48 4.86 7.25 
20... 4.79 4.58 4.49 4.76 5.88 8.46 
20 Yr. 

Aver. 4.26 4.35 4.386 4.46 4.74 6.58 

20 Payment Life 

Pre. 25.86 30.07 36.17 40.34 45.69 62.66 
: 4.08 4.39 4.72 4.84 4.96 5.73 
Deas Mend -Sips -78 4.82 4.93 5.97 
10... 4.59 4.76 4.80 4.84 5.06 6.57 
15.. 4.82 4.87 4.87 5.04 5.438 7.58 
20.. 5.01 4.97 5.14 5.47 6.05 8.26 
20 Yr 

Aver. 4.59 4.73 4.85 4.97 5.24 6.82 

20 Year Endowment 

Pre. 47.18 48.03 49.75 51.39 54.15 66.32 
Res 5.07 ‘5. 5.85 5.85 5.85 5.91 
B:. 5.20 5.34 5.87 5.83 5.88 6.16 

20... 5.82% 5.43 5.89 5.389 5.52 6.78 

16... 5.42 5.50 6.56 5.70 5.99 7.71 

20... 5.49 5.68 6.08 6.81 6.70 8.13 

20 Yr. 

Aver. 5.32 5.438 5.51 5.57 5.74 6.98 


Retirement Income 65—Male 








Pre. 22.36 30.04 43.79 55.23 72.68 160.08 
1... 3.92 4.89 5.07 5.538 6.22 10.89 
Dis. 487 “258 6:41 5:50 6:98 187 

10... 4.46 4.76 5.138 5.58 6.54 14.45 

1b... Ge 4:87 6:96 cbs98 “TRO -.:2% 

20... 4.93 4.97 5.64 6.90 9.55 

20 Yr. 

Aver. 4.47 4.73 5.22 5.80 7.04 11.89 

Retirement Income 60—Female 

Pre. 28.90 40.97 64.09 84.93 120.10 
1... 422 4.89 601° 6.92 ° $.45 
Do... 4.44 6.04 00 6.86 8.63 

10... 4.69 5.16 6.03 7.05 9.84 

10... 2:00 5:26 6:30 8:61 3:30 

20... -5.08 S40 S36 25.33 =... 

20 Yr. 

Aver. 469 5.16 6:37 7:98 9:80 4... 

Special Retirement Income 65—Male 

Pre. 17.31 22.02 30.30 37.05 47.18 95.31 
1... 3.69 4.02 4.45 4.69 5.02 7.29 
5... 3.96 4.25 4.52 4.67 5.00 7.99 

10... 4.29 4.46 4.54 4.68 5.14 9.20 

15... 4.58 4.59 4.57 4.85 5.53 Biers 

20... 4.81 4.65 4:75 5.28 6.16 

20 Yr. 

Aver. 4.29 4.42 4.56 4.79 5.88 8.16 
Special Retirement Income 60—Female 

Pre. 19.90 26.47 38.92 50.00 68.48 
1... $8.81 4.22 4.85 5.29 6.08 
5... 4.07 4.48 4.90 5.26 6.14 

10... 4.38 4.68 4.92 5.82 6.55 

10... 466 4.74 5:0 6.62 731 

LO... S87 @83 S32 C21 ..... 

20 Yr 

Aver. 4.38 4.60 4.98 5.50 6.47 

vided his mortgage was obtained in 


1932 or earlier. 


New York Budget Increased 


In the recommended budget for the 
fiscal year 1942, Governor Lehman of 
New York grants the insurance depart- 
ment $1,051,460 for administration ex- 
penses, an increase of $21,140, over the 
previous year. 


Report 4.32% Yield on Trusts 


PITTSBURGH—Average insurance 
trusts in Pennsylvania have shown a 
net income yield of 4.32 percent, G. T. 
Stephenson, director of trust research 
of the American Bankers Association’s 
graduate school of banking, said in a 
talk opening Trust Research Week here. 


Sun Life, Can., Puts” 
Nonpar on 3% Basis 


Sun Life of Canada has put its nop. 
participating premium rates on the 4 
percent reserve basis for United States 
business. The greatest increase js jp 
high reserve forms where improving 
mortality is not an offset. Term and 
family income forms are not affected, 

The participating retirement income 
bond is replaced by retirement annuity, 
provisions being much the same as the 
old form except the new plan states 
that amounts of income specified are 
minimum guarantees, and if the cash 
value at actual retirement will purchase 
a larger annuity upon the basis of the 
company’s annuity rates then in force, 
less 2 percent, the income will be in- 
creased accordingly. Higher maturity 
values under this plan demand a higher 
premium schedule. 

The pension bond with insurance has 
been changed to income endowment as- 
surance with maturity values corre- 
sponding to the new retirement annuity, 


The new nonparticipating rates per 
thousand for a number of forms are: 
Life 
Pai 20 Antici- 
Ord. 20 up Year’ End. pated 
Age Life Pay at65 End. at65 Div. 
15...$13.05 $22.03 $13.69 $44.56 $15.42 $13.45 
20... 14.638 24.12 15.61 44.69 17.78 15.07 
ot. 14.97 24.55 16.03 44.70 18.30 15.42 
22. 15.34 25.00 16.48 44.71 18.85 15.81 
23. 15.73 25.46 16.96 44.73 19.43 16.21 
24... 16.138 25.93 17.46 44.75 20.05 16.62 
25... 16.56 26.42 17.99 44.79 20.71 17.06 
26... 17.01 26.95 18.57 44.84 21.41 17.53° 
27... 17.50 27.49 19.18 44.92 22.16 18.03 
28... 18.00 28.06 19.83 45.00 22.90 18.54 
29... 18.54 28.64 20.52 45.10 23.75 19.10 
80... 19.10 29.25 21.26 45.20 24.65 19.68 
31... 19.66 29.84 22.01 45.30 25.58 20.25 
32... 20.25 30.47 22.82 45.42 26.58 20.86 
33... 20.88 31.12 23.66 45.56 27.66 21.5 
34... 21.55 31.80 24.59 45.72 28.81 22.20 
35... 22.24 32.49 25.58 45.89 30.04 22.91 
36... 23.05 33.29 26.71 46.16 31.43 23.75 
37... 23.89 34.11 27.92 46.45 32.93 24.61 
38... 24.77 34.95 29.22 46.76 34.42 25.52 
39... 25.69 35.82 30.61 47.10 36.13 26.47 
40... 26.67 36.74 32.12 47.48 38.00 27.48 
41... 27.69 37.67 33.75 47.88 40.02 28.53 
42... 28.75 38.63 35.49 48.31 42.19 29.62 
43... 29.89 39.64 37.41 48.79 44.42 30.79 
44... 31.08 40.70 39.51 49.32 47.03 32.02 
45... 32.85 41.82 41.82 49.91 49.91 33.33 
46... 33.67 42.95 44.33 50.52 52.25 34.69 
47... 35.06 44.14 47.12 51.19 55.66 36.12 
48... 36.52 45.38 49.99 51.92 59.22 37.62 
49... 38.08 46.69 53.45 52.73 63.47 39.23 
50... 39.72 48.06 57.36 53.61 68.29 40.92 
55... 49.49 56.16 87.04 59.40 104.77 50.98 
60... 62.55 67.09 .... 68.89 64.43 
65... 80:27 ... 82.64 82.68 








Diamond Life Bulletins 
Issue Special Tax Report 


The Diamond Life Bulletins published 
by THE NATIONAL UNDERWRITER at Cin- 
cinnati has issued a special bulletin on 
the recently amended treasury depart- 
ment regulation dealing with the estate 
tax on life insurance policies. These 
amendments, which were described in 
THE NATIONAL UNDERWRITER of Jan. 24, 
substitute payment of premium for the 
incidents of ownership as the test in 
such cases. 

The special issue consists of an eight 
page bound and punched booklet and in- 
cludes an exhaustive comment by Albert 
Hirst, New York, consulting legal editor 
of the “Diamond Life Bulletins.” This 
material will be included in the regular 
February issue of the bulletins. Addi- 
tional copies of the special bulletin may 
be obtained at 10 cents per 100. 





A bill introduced in the Washington 
legislature prohibits clauses providing 
for acceleration of maturity date in life 
policies. A Seattle company has been 
writing policies in which payment 1 
predicated upon the death of prior pol- 
icyholders in the same age group. 
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Answers to Objections Are 
Given by Leading Agents 








Six leading Chicago life salesmen an- 
swered current objections at a forum 
sponsored by the Chicago Association 
of Life Underwriters. | The first objec- 
tion, “I need more life insurance, but 
can’t afford it,” was answered by W. N. 
Hiller, Penn Mutual, past president 
Chicago C.L.U. chapter. 

“Your saying you need the life insur- 
ance,” he said, “leads me to think that 
you believe you really want it. Let’s 
assume that an emergency exists. You 
would find the means to meet this 
emergency, wouldn’t you? The crux 
of the matter is that someone in your 
family will have to make a sacrifice. 
Will it be easier for Mrs. Blake to take 
a cut of $10 a month today or $50 a 
month later on? The $10 a month pre- 
mium outlay on this policy will provide 
the extra $50 a month later. It is just 
a matter of budgeting.” 


Answers “Six Months” Plea 


W. E. North, agency director New 
York Life and membership chairman 
Chicago association, answered the ob- 
jection, “It is a good idea, but come 
back and see me in about six months.” 

“Why do you say come back in six 
months?” he asked. “You do intend 
to buy this policy, therefore, I assume 
your reasons now are financial. Do 
you realize you are not saving any 
money by postponing this, but only 
costing yourself about $300? By start- 
ing this policy now, you will be paid 
$50 a month for six months longer than 
if you wait and start in six months 
from now. Can you tell me any other 
decision you can make that would net 
you $300 any easier?” 

The objection, “I am afraid of in- 
flation and am not going to buy any 
life insurance,” was met by R. 
Whitney, assistant general agent Con- 
necticut Mutual, that company’s second 
national production leader. 

“You must have thought and studied 
about providing adequate income to 
yourself and your family,” he said. 
“You are concerned with the very real 
possibility of decreased purchasing 
power rather than with a catastrophic 
inflation such as occurred in Germany. 
What you want is the most appropriate 
use of your dollar, over the necessaries, 
Ps a means of hedging against infla- 
ion, 


Life Insurance Best Hedge 


“You must recognize there is no per- 
fect hedge, and probably the best hedge 
is life insurance. If you will consider 
this problem from the point of the in- 
crease in the number of dollars, the 
relatively low life insurance premiums 
offer you the greatest increase in the 
total dollars in your estate at your 
death. . 

“Also, if you consider this from the 
Standpoint of retirement, as an invest- 
ment for yourself and your widow if 
you should die, you may leave the life 
insurance proceeds in, draw guaran- 
teed interest, and in a mutual company 
also a dividend, which in time of infla- 
tion is likely to be high. The average 
purchasing power of the life insurance 
ollar over the long term is greater 
than that of any other form of hedge.” 

I can invest my money to better ad- 


vantage in other investment plans” was 
tg by Oliver Johnson, supervisor 
arsons agency Mutual Benefit. 
| believe you are speaking strictly 
investments and not of any wild 


of 


speculation,” he said. “I agree that you 
can do so. I know of no life insurance 
investment that will yield you as good 
a return as will government bonds. 
However, you may be overlooking 
what the money you require will do for 
you when you want to use it. You are 
overlooking the benefit of not having to 
manage your estate when you retire but 
merely living on the return.” 

Mr. Johnson compares the income 
options of the endowment policy with 
income payments securable from a 
joint and survivorship annuity, the for- 
mer being superior. 

The objection, “I have all of the in- 
surance I need,’ was met by M. W. 
McNamee, Lustgarten agency, Equit- 
able Society. He said his plan in meet- 
ing objections was to try to have the 
prospect forget what the original ob- 
jection was. He says, “I am not here 
to discuss additional insurance. In all 
probability your insurance was entirely 
adequate when you purchased it. There 
have been drastic changes, however, in 
the economic situation in the United 
States in the last few years.” 

He then discusses the need for 
streamlining the insurance. In the case 
of a business man who, perhaps, two 
years ago set up a stock retirement 
plan, or insurance on a key executive, 
or a policy to protect his credit, the 
changed conditions will have entirely 
changed his insurance picture. He may 
have national preparedness orders, with 
his business increasing rapidly. The 
book value of his business has in- 
creased and, especially, the value of his 
key men has gone up tremendously. He 
also needs more credit today because 
of the larger volume of his business, 
therefore, his insurance setup is not 
adequate and needs revitalizing. 

In the case of personal insurance, the 
increased rates of taxation, Mr. Mc- 
Namee said, mean that increase of 
earned income from $20,000 to $22,000 
results in a 31 percent increase in tax, 
and if the income was $50,000 a year 
ago and $52,000 last year, the tax rate 


will have increased 50 percent because 
of the additions of only $2,000 income. 

Gerald Oppenheim, manager Metro- 
politan Life, answered the last objec- 
tion, “Your plan is all right, I guess, 
but my wife opposes any more life in- 
surance.” 

He said the agent must not take this 
objection too seriously, otherwise the 
prospect may become stubborn and feel 
that he has to stick to his guns. 

“Tm sure your widow would ap- 

prove,” he says, or, “Your wife doesn’t 
object to the income you are now pro- 
viding; do you suppose she would ob- 
ject to the income you would provide 
by this life insurance after you are 
gone?” Another reply is “Sometimes 
a wife objects to life insurance because 
she hates to face the prospect of get- 
ting along alone.” Again, there is, “A 
widow’s problems are often very seri- 
ous.” A reply that often wins, is, “Per- 
haps a wife objects because she does 
not understand what life insurance 
really is.” 
_ Louis Behr, Equitable Society, “mil- 
lionaire” producer and author of the 
Behr prospecting plan published by 
“Diamond Life Bulletins,” was chair- 
man. 


Chicago Congress 
April 19 Planned 


J. H. Brennan, general agent Fidelity 
Mutual Life, and L. M. Buckley, New 
England Mutual, have been named to 
head committees which are arranging 
for the annual convention of the Illinois 
State Association of Life Underwriters, 
and the sales congress of the Chicago 
Association of Life Underwriters to be 
held in conjunction at La Salle Hotel, 
Chicago, April 18-19. Mr. Brennan was 
named by President W. M. Houze of 
the Chicago association and Mr. Buck- 
ley by Francis T. Beiriger, Rockford, 
president state group. Mr. Buckley is 
past president Chicago Association. 

Working with the committee will be 
A. E. McKeough, general agent Occi- 
dental Life, first vice-president state as- 
sociation; J. D. Moynahan, chairman 
general agents and managers division 
Chicago Association. 

The committee named in Chicago in- 
cludes besides Mr. Brennan, W. C. But- 








Client Building Program Profitable 





Increase from $399,000 to $600,000 of 
paid business annually has been made 
in the last four years by F. L. McFar- 
lane, agent Aetna Life, Cleveland, he 
told the Chicago Association of Life 
Underwriters at a luncheon meeting in 
a talk explaining his method of self- 
development in the life insurance busi- 
ness. Mr. McFarlane’s earned income 
increased 43 percent in the period 
1936-1940, inclusive, he reported. 

He set out in 1936 to build up a 
clientele of 500. In the four year pe- 
riod the number of his clients has in- 
creased from 44 to 108. He expects in 
a few years more to be able to write 
100 applications a year merely on 
clients. He wrote 12 cases on friends 
in 1936 and five in 1940; six on policy- 
holders in 1936, 32 last year; six on re- 
ferred leads in 1936, 18 in 1940; six 
cold canvass in 1936, seven in 1940, 
and nine office leads in 1936 as against 
three last year. He placed 48 cases 
in 1936 and increased to 67 last year. 

Mr. McFarlane analyzed the effec- 
tiveness of his calls. He considers only 
a contact is a call. He had 916 con- 
tacts in 1936 and 790 last year, but he 
had one interview to 2.7 contacts in 


1936 and one to two contacts last year, 
and he had one sale to 14 contacts four 


years ago, but one in nine last year. 


Also, his average sale was $6,700 in 
1936, but it was $9,600 last year. 

His personal friends are his preferred 
group of prospects. He makes much 
of the contacts in social clubs and 
through his civic activities. He never 
misses an opportunity to make new 
contacts. Mr. McFarlane never makes 
an approach with an idea of selling 
any insurance right away. Instead his 
first call is for the purpose of plan 
building. He has a prepared program 
sales talk which he uses on approaches 
whether it be to married or single men. 
He presents a picture of what a life 
insurance and an annuity program look 
like in operation. 

R. J. Curry, assistant general agent 
Aetna Life, Chicago, introduced Mr. 
McFarlane. Earl M. Schwemm, man- 
ager Great-West Life, announced the 
next association luncheon will be 
March 19 when Paul Troth, Home Life 
of New York home office, will speak. 
President W. M. Houze, John Hancock, 
announced the membership was 2,212. 


ler, Rockwood Company; F. J. Gagen, 


Equitable Society; Samuel Heitetz, 
manager Mutual Life of New York; E. 
P. Lomasney, Metropolitan Life; J. H. 
Ramsey, Home Life of New York; J. 
W. Rovner, New York Life, and R. kK. 
Reno, Equitable Society. ‘ 

The committee named for the Illinois 
State Association besides Mr. Buckley 
includes: Eldon Geiger, Decatur; K. L. 
Keil, Springfield; C. T. Wardwell, Peo- 
ria, and Thomas A. Lauer, Joliet. 

The Life Agency Cashiers division 
will have as speaker Ralph H. Kastner, 
associate counsel American Life Con- 
vention, at a meeting Feb. 11. He will 
discuss the soldiers and sailors relief 
act, after which there will be an open 
forum on the subject. J. I. Salins, 
Aetna Life, is division president. 

A - Cook and J. O. Todd, two 
“millionaire” producers of business life 
insurance, are to be the speakers at 
Saturday Forum sponsored by the Chi- 
cago association, Mr. Cook, general 
agent Mutual Benefit Life in Chicago, 
will talk on “Business Insurance tor 
Small Business,’ and Mr. Todd, with H. 
S. Vail & Sons, will sneak on “Today’s 
Market and How to Sell It.” 


Bright Sales Future 
Predicted by Ream 


INDIANAPOLIS — Increased sales 
were predicted by G. F. Ream, assist- 
ant superintendent of agencies Mutual 
Benefit Life, as a result of increased na- 
tional defense spending in a talk before 
the Indianapolis Association of Life Un- 
derwriters. The shrinking of the pro- 
ductive income value of present life in- 
surance estates can be used as an argu- 
ment in favor of the purchase of more 
life insurance to* assure greater future 
income. 





SPEAKS TO PEORIA CLUB 


PEORIA, ILL.—G. F. Ream, assist- 
ant superintendent of agencies Mutual 
Benefit Life, addressed the Peoria Ad- 
vertising & Selling Club on “The 
Power Behind Progress.” 


Many Speakers on S. F. Forum 


SAN FRANCISCO — Based upon 
current problems prospecting, opportu- 
nities and changes taking place in life 
insurance because of economic and 
world conditions, a two session forum 
is to be held Feb. 14-15. 

Under the chairmanship of Fred B. 
Wiley, Equitable Society, the forum will 
open Friday afternoon, continue after 
a dinner with open forum discussion, 
and end with luncheon and forum Sat- 
urday noon. 

Hubert McLellan, Metropolitan Life, 
is chairman of the opening session at 
which these speakers will appear: Harry 
N. Lyon, Fidelity Mutual Life, “Govern- 
ment Insurance and Competition”; 
Thomas A. Gallagher, Prudential, 
“Changes in Taxation Which are Im- 
portant to Underwriters’; Arnold 
Grunigan, investment banker, “The In- 
vestment Banker Puts Overalls on the 
Dollar.” Topic for discussion at the 
dinner is “Public Relations and the Life 
Underwriters.” 

Homer E. Anderson, New York Life, 
will preside at Saturday’s session with 


the following speakers: James M. 
Hamill, Equitable Society, “Prospecting 
Opportunities in 1941”; Arnold B. 


Brown, assistant actuary Metropolitan 
Life, “The Reasons Behind the Recent 
Changes and New Trends which May 
Appear in 1941”; Harold Haas, deputy 
insurance commissioner, “What the 
State of California is Doing to Protect 
Your Business”; Leonard M. White, 
Northwestern Mutual Life, “The 
Agent’s Compensation Problem.” 
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Study Soldiers’ and Sailors’ Relief Act 


(CONTINUED FROM PAGE 1) 





premium basis at the time application 
is made. Policies lapsed, operating on 
extended insurance, or on a reduced 
paid-up basis for less than one year may 
become eligible through the usual rein- 
statement procedure prior to filing ap- 
plication for benefits. 

(3) At least one premium must be 
paid not less than 30 days prior to entry 
into service. The word “premium” is 
defined as the amount specified in the 
policy to be paid at regular intervals, 
which would tend to exclude a policy on 
which only a preliminary term premium 
had been paid. 

(4) The policy indebtedness, which 
appears to include any unpaid lien note, 
unpaid extension agreement or due pre- 
mium, must not be equal to, or greater 
than, 50 percent of the cash value as of 
the date of the application. The cash 
value is to include any dividend or cou- 
pon accumulation, and the value of paid- 
up additions. It is to be adjusted for 
unearned or accrued loan interest. 

(5) Reference in section 400 to “any 
contract of life insurance on the level 
premium or legal reserve plan” indicates 
term policies and newer policies not yet 
having attained cash values are eligible. 

(6) Policies must not contain endorse- 
ments or riders eliminating the death 
benefits on account of military or naval 
service. Any provision limiting or elim- 
inating a benefit other than the death 
benefit does not place the policy outside 
the provisions of the act. 


Must Be Repaid by Assured 


All premiums advanced by the gov- 
ernment, plus interest at the policy loan 
rate, must be repaid by them within one 
year after leaving active service. If this 
is not done, the policy automatically be- 
comes void, and these amounts are de- 
ducted from any cash values then avail- 
able. The insured having substantial 
loan values have little, if anything, to 
gain from the benefits afforded by the 
act. On the older policies, where values 
are sufficient, the automatic premium 
loan, or policy loan for premium pay- 
ment, produces the same result. 

Because of the restrictions as to elig- 
ibility, it is doubtful that any one com- 
pany will have a substantial number of 
its policies continuing under this act. 
However, he continued, some mechanics 
for recording these transactions will be 
necessary. While the general proce- 
dure: may vary, it will undoubtedly be 
along the following lines: 


PREMIUM DUE ACCOUNT 


(1) An account for premiums due 
from the government, to which premi- 
ums will be charged, presumably at the 
time the policies would normally be 
handled for notices of lapse. Premiums 
will be credited and agents’ commis- 
sions entered at the time entries are 
made to this account. Remittances re- 
ceived from insureds for premiums pre- 
viously charged or deductions from sur- 
render values, or matured values, will 
be credited to this account. 

(2) From the account “Premiums Due 
from Federal Government,” the prepa- 
ration of the monthly difference report, 
L-382, will be comparatively simple. The 
monthly difference report must be ren- 
dered within 15 days after the end of 
the calendar month. Premiums on this 
report are to be only those on which the 
31 day grace period has expired as of 
the end of the previous month. 

(3) Certificates received will probably 
be charged to a ledger account in their 
name, the offsetting credit being made 
to the federal account for premiums due. 
These certificates will bear interest at 
3 percent per annum, and one year sub- 
sequent to the termination of the act, 
an accounting will be had between the 
company and Veterans’ Administration. 
Others, may elect to carry these pre- 
miums as “due and uncollected.” 

(4) It will be necessary a subsidiary 








record, similar to that for policy loans, 
be maintained, as this indebtedness 
must be taken into consideration at the 
time any request for a loan, surrender 
or dividend is received from an insured. 
Approval will have to be obtained from 
the Veteran’s Administration before any 
disbursement can be made. 

The subsidiary record will be con- 
trolled by the total balances in the ac- 
counts for “Certificates” and “Premi- 
ums Due.” 


New Rulings Beneficial 


From time to time, Mr. Martin pre- 
dicted, problems or questions may arise 
which as yet may not be answered by 
any rules or regulations issued by the 
Veterans’ Administration, As the pur- 
pose of the act is to keep alive all in- 
surance on persons entering military or 
naval service, there will be no reason to 
believe that any ruling or regulation is- 
sued during the future will not be bene- 
ficial to both the insureds and insurers. 
Some of the questions now arising are: 

(1) War clauses and aviation exclu- 
sion endorsements: The act provides 
that no policy is eligible where such a 
clause or rider limits or eliminates the 
death benefits on account of military or 
naval service. While current war 
clauses and aviation endorsements do 
not become operative except in the 
event of war, declared or undeclared, it 
is doubtful that any policy containing 
such rider or endorsement will be elig- 
ible unless it is permanently waived by 
the company. It is true that a policy 
with only the aviation endorsement may 
never be affected by the insured’s entry 
into military or naval service. How- 
ever, there 1s always the possibility of 
its becoming effective either because of 
war or a transfer to the aviation corps. 





PENDING APPLICATIONS 





(2) Application filed but still pending: 
Where an application is filed for bene- 
fits within the grace period, but where 
no notice of approval or rejection is re- 
ceived prior to the expiration of the 
grace period, will approval of the appli- 
cation at a later date mean waiving the 
usual reinstatement requirements? 
Probably, the approval of the applica- 
tion will be construed to be retroactive 
to the date of application, and the policy 
will be considered as having been in 
force without the need for reinstate- 
ment. However, if an application is still 
pending at the time a lapse notice would 
normally be mailed to the insured, it 
would appear advisable to mail such no- 
tice because of state requirements and 
the fact that the application may be de- 
clined. 

(3) First premium paid at least thirty 
days prior to entry into active service: 
This provision raises the question of 
“cash with application” where the date 
of the advance payment is thirty or 
more days prior to entry into military 
service but the date of issue less than 
thirty days. As most companies will 
probably record the date of premium 
payment on their books not earlier than 
the date of issue, the advance deposit 
being held in suspense during the in- 
terim, it may be necessary to check the 
original application for the date of pay- 
ment to the agent, if such date is used 
to determine the eligibility of the pol- 


icy. 

No doubt, further regulations and rul- 
ings, if not already issued, will be forth- 
coming to take care of various problems 


as they arise, he said. However, the 
act itself and regulations that have been 
issued appear to be sufficient to take 
care of the majority of questions with 
which we may be confronted as applica- 
tions are received. 

R. R. Haffner, actuary, Illinois de- 
partment, led the informal discussion on 
resolutions adopted at the last commis- 
sioners’ meeting for the valuation of 
bonds and real estate. 


C. Vivian Anderson 
Resigns Legislative Post 


(CONTINUED FROM PAGE 1) 


that his identity with that activity might 
place the National Association of Life 
Underwriters in an embarrassing position. 
Hence, he severed his connection with the 
law and legislative committee of the Na- 
tional association. There appears to be no 
bitterness on either side. The association 
has always valued Mr. Anderson highly, 
but its leaders appreciate that the policies 
of the N.A.L.U. and the people’s commit- 
tee are likely to conflict. 

The resignation of Mr. Anderson leaves 
the chairmanship of two important 
N.A.L.U. committees vacant. The other 
is the convention program committee, N. 
Baxter Maddox, who was. chairman, 
recently having entered the banking busi- 
ness in Atlanta. 

Harry T. Wright, Equitable Society, 
Chicago, president of the National Asso- 
ciation of Life Underwriters, has released 
the following letter that he wrote to Mr. 
Anderson, accepting his resignation: 


Text of Letter 


“Your very cordial letter of Jan. 23 has 
been received. I appreciate, very much, 
your understanding the association’s posi- 
tion, and under the circumstances, accept 
your resignation as chairman of the law 
and legislation committee. 

“IT should like, Andy, as president of 
this organization to go on record and tell 
you how much we appreciate the work 
you have done in behalf of the National 
association. You are a great battler, have 
spent a tremendous amount of time and 
effort in behalf of the institution of life 
insurance and the insurance men in the 
entire country are in your debt. 

“As you so clearly point out in your 
letter, the people’s committee has no con- 
nection with the life insurance companies. 
While this is also true of the National 
association, the association’s position, as 


we agreed, might have been misunder. 
stood. 

“In 1938 the association paid you, and 
rightly so, the highest compliment it was 
in their power to pay when they elected 
you as their national president. The prog. 
ress made under your administration anq 
the record you established during tha 
year speaks for itself, and I know that we 
can count on your continued cooperation 
in the interests of the association and the 
business of life insurance. 

“I appreciate your very friendly lette 
and will look forward to seeing you ip 
the near future. I know, with your help 
you fellows in Cincinnati will have the 
greatest convention in the association’s 
history.” 


Union Wins Hoboken Election 


Two victories in National Labor Re. 
lations Board elections among agents 
employed in the Jersey City and West 
New York, N. J., offices of John Han- 
cock Mutual Life were announced by 
Lewis Merrill, president of the United 
Office & Professional Workers of 
America. 

John Hancock agents in Jersey City 
voted for Local 84, UOPWA, as their 
bargaining agent by 19 to 15 in an 
election held last week. In West New 
York, N. J., on the preceding day, 
agents in the John Hancock Palisades 
office designated the same local by a 
2 to 1 vote, according to Merrill. 

Election petitions have been filed in 
a number of cities throughout Pennsyl- 
vania, Massachusetts, New Jersey, New 
York and in Detroit. 

The first union contract with a major 
insurance company was signed between 
John Hancock company and Local 30, 
UOPWA, New York, Oct. 9, 1940, 
according to Merrill. Negotiations are 
now under way for contracts covering 
John Hancock agents in Buffalo and 
Hoboken. 


Just the thing to convince hard boiled 
prospects—“24 Men in 24 Years.” Order 
8 — for $1 from National Under. 
writer. 
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WISCONSIN | 


450 rooms- each a unit in a great 
house of hospitality. In the very 
center of the retail shopping and 
theatre districts. Air conditioned 
Coffee Shop and Cocktail Lounge. 
Garage and parking lot adjacent. 


Owner operated by Milwaukee 
Hotel Wisconsin Company 
Lewis S. Thomas, Manager 


LN THE CENTER OF 


MILWAUKEE 
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- Site Som Life Chart 


A National UNDERWRITER PuBLiCATION 


Only Book — 
of its kind, showing 


Both{ ‘= | 


Settlement Option 
Incomes! 





(Pocket Size 4x 6/2 Inehes) 





Be Well Prepared in 1941 





with NEW, UP-To-DATE, 
Facts and Figures that Sell 


Every underwriter has occasions when some little item 
—often a rate, value, or policy point—becomes suddenly, 
most important. One can never predict when this will hap- 
pen. Yet if available, the answer may be just the thing’to 
close the sale right away—and “conditions” may never be 
so favorable again. Thus it is highly important to be well- 
prepared with the facts, at all times. 


Sweeping CHANGES 
Make New Information Essential 


Important changes in rates, reserves, dividends, etc., 
have already been announced or are contemplated shortly 
by more than 50% of the companies—according to a ques- 
tionnaire recently sent out by the American Life Conven- 
tion. Among those reporting major changes are the 
Aetna, Connecticut General, Connecticut Mutual, Equit- 
able Society, New England Mutual, New York Life, 
Northwestern Mutual, Phoenix Mutual, Prudential, 
Travelers, Union Central and many others. Consider 
what it means to risk misquoting data on companies such 
as these. 





Be sure to specify “THE LITTLE GEM’ for 1941 





(Full Preparedness means using the most effective “weapon”) 


To meet the new situation caused by these widespread 
changes, the most effective pocket reference book is the new 
1941 Little Gem. Not only ‘does it provide all the answers 
available from ordinary books, but it also contains numerous 
extra features of real value. 


For instance, the Little Gem is the ONLY book of its 
kind showing the Incomes Payable under contracts issued 
years ago—as well as those now being issued. Indexed by 
dates of issue, this most important information, so helpful in 


programming and selling the income idea, is available from 
no other similar book. 

Furthermore, the Little Gem covers some 60 extra conr 
panies, gives rates on 864 extra contracts and shows values 
on some 344 more contracts than its principal competitor— 
and that’s approximately 50% more. Not only is the Little 
Gem more comprehensive but it is most carefully planned 
throughout. For instance, it is printed in larger, easier-to- 
read type. It has only ten sections—ten places to look. 
Other books have as many as 17 sections, so the Little Gem 
is obviously easier-to-use, too. Yet it costs no more. 
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The “LITTLE GEM” gives “More on ALL the important subjects! 





Policy Points & “Practice” (150 com- 
panies ) 

Premium Rates— All Ages (2700 
contracts) 

Disability & Double Indemnity Rates 

Cash Values on over 1000 contracts 


Also Values and Incomes at 55, 60 


and 65 

Net Costs, Net Payments & Sum- 
maries 

Annuity Rates—Immediate & Retire- 
ment 

Special Programming Section of 
over 52 pages—1/3 more than 
any other 


Direct 
Tables 

Retirement Contracts—costs, values, 
etc. 


Reading Social Security 


* Juvenile, Term, Industrial, etc. 


Settlement Options—Both New & 
Old—274 tables 

Supplemented Monthly by The In- 
surance Salesman 

Financial & Business Reports—four 
years, 22 items, and for 228 com- 
panies. 

War CLaAuses—Special treatment, 
up to date at time of delivery. 


And many other useful features. 


Take Advantage of its EXTRA VALUES ®” 








r Order Yours Now for Prompt Delivery 


(*Analytical ‘Proof Sent on Request) 





Special ‘‘Club Rates’’ to All Agents 
Rush as soon as ready, (April), at my “club rate” 
os hw copies New 1941 “Little Gem” 


(details on your ‘club rate’’ on request) 
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To The National Underwriter Co., Statisticat Division 
420 East Fourth Street, Cincinnati 
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More than 6,000 attended the New York City sales congress at which President Metropolitan Life; President T. I. Parkinson, Equitable Society, and H. J. Johnson, | 
H. T. Wright, Vice-President J. A. Witherspoon, Secretary Grant Taggart, and C. J. president Institute of Life Insurance, spoke. Because of the large attendance it was 
Zimmerman, past president, spoke. Paul C. Sanborn, Connecticut Mutual, Boston, necessary to hold two sessions to accommodate the crowd. Placards show the names 
national trustee, was master of ceremonies. At the luncheon President L. A. Lincoln, of persons at the head table. 


RIGHT — Widespread plans 
are being made for the observ- 
ance of Accident & Health In- 
surance Week, March 24-29. 
Emergency income provided 
by disability insurance is fea- 
tured in the special poster. 
Agents can secure details from 
companies writing accident and 
health. A special portfolio of 
promotional material can be 
secured by company executives 
from THE Nationa UNDER- 
WRITER. 


ACCIDENT & HEALTH INSURANCE WEEK 
MARCH 24 - 29, 1941 





New officers of Massachusetts Mutual General Agents Association were elected at 
annual conference at Miami Beach, Fla., left to right, J. F. Cremen, Washington, see 
retary-treasurer; Millard R. Orr, Philadelphia, president; F. T. McNally, Minneapolis, 
vice-president. 
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H. S. Nollen has resigned as chairman . F 
of Equitable Life of Iowa, but he will Agency leaders of the Atlantic Life gathered at Hollywood, Fla., for a three day session. R. V. Hatcher, vice-president, - 
continue to serve.as a trustee. K. R. Miller, superintendent of agencies, presided at the business sessions. Ace Commanders went on a cruise on the last 4ay- 





